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Special Features 
Make It a Hardware Christmas. By Llew S. Soule 


The Editor of HARDWARE AGE emphasizes the need of activity on the part 
during the holiday season. 


Filling Santa’s Pack With Sporting Goods. By H. C. Teller 
This article describes the gift certificate idea as a means of increasing sales goods during 
the Christmas season. 

Gifts for the Youngsters at Home. By Charles Downes 


Christmas is the children’s season. This article offers a number of suggestions on 
children to your store. 


Electrical Goods Bring Holiday Business. By Charles J. Heale 
The tendency to give sensible gifts is on the increase. Nothing can be more sensible ¢ ractical than elec- 
trical gifts and you'll realize it when you read this story. 

Yuletide the Banner Season for Cutlery ............... pn ditesien 
There’s a lure to cutlery that is difficult to explain. Maybe when you have read about it you will unde 
stand it better. 

Silverware the Christmas Gift De Luxe. By George M. Sangster, Jr. 

The hardware store has invaded the realm of the jeweler and sells silverware It's a@ line 
ing, as you will find out when you turn to this page. 

Don’t Forget the Home During the Holidays..... 


This reminds the man of the needs of the housewife. 


Give the Boy a Chest of Tools for Christmas ........... 


Every boy wants tools for his Christmas and you will get a number 
from this story. 
Spruce Up the Home for the Holiday Guests. .. 
Now is the time to look around the house and see what is in need of repairs before the holiday 
begin to arrive. 
Hardware Profits in Fountain Pens. By Llew S. Soule 


Here is a line that requires but comparatively little outlay and which shows a remarkable turin 
into it by reading this article. 


fiegular Departments 


Washington News ...... 7 Motor Accessories 
Seteed tenes cr Weade Gandisions 82 Notes of the Retail Hardware Trade 
New Goods and Novelties.... Current News of the Trade 
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Show ’em How It Works? 


It is a generally accepted fact that goods well dis- 
played are goods half sold. Here’s a counter demon- 
strator that completes the sale. It illustrates the 
“whys” and “wherefores” of BIG 4. 


It enables you to answer with a practical demonstra- 
tion any question a customer may ask about BIG 4. 
It shows the Braced Rail used with this set and the 
Washburne Latch and No. 2 Handle Hasp. It por- 
trays the ease with which BIG 4 swings barn doors 
on anti-friction steel roller bearings—the all-steel de- 
sign, non-rusting axles and rivets, and the feature 
which prevents BIG 4 from jumping the track. 


Moreover this model will remind many a man that 
he wants to fix up his barn—NOW, before snow 
flies. If you have one from former years, get it out 
and put it to work. If not, order one today. It’s a 
silent salesman that draws no salary and which pays 
good dividends in the business it attracts. 


Ash for catalog and new: price list 








National Mfg. Company 


Sterling Illinois 
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Make It a Hardware 
Ehristmas 


The Holiday Season of Gift- 
Otving ts Almost Here and the 
Hardware Merchant Should 
Fully Realvse tts Posstbilities 


Zigigimigiamerememeieigeiczieic 


Tell with tools the 
Vake 


Tell It with Tools 
tale of Christmas, 


it “level, “square” and 


“plane.” 


Tell the 
That 


Saw 


world the 


glad old story 
tool time 


has come again 


with saws and pound with ham 


mers, 
Bore with bits and drill with drills, 


Punch with punches 
the—tool tale throbs and thrills 
Tell with tools the tale 


Till 


never ceasing 


of Christmas, 


Tell of tools that never fail 
To bring joy and satisfaction 


Tell 





HERE was a time when Christ- 
mas had no great significance 
from the angle of the hard- 

ware man. To him it was just an- 
other holiday; a day of rest, a good 
dinner and a few presents of doubt- 
ful character. Santa Claus was a 
hardware liability rather than a 
hardware asset. The hardware 
merchant had little to interest the 
buyer of gifts, and his store was 
naturally near the foot of the holi- 
day list. Grandfather’s store did not 
know what a floor case or a show 
window meant. Display to him 
meant hanging a few horseshoes, 
wooden tubs and iron kettles out in 
lront. He didn’t see a woman cus- 
tomer more than once a year, and 
the children only visited his store 
when they were gent for a dime’s 
worth, of nails. 


The Hardware Store a Leader 


_But—the hardware store of to-day 
$a vastly different proposition. It 
8a store leader in most communi- 
les. It carries a range of stock un- 
‘qualled in that community. It has 


become the great family store, where 
father, mother, sister, brother and 
the kiddies all find many things they 
need or want. But the hardware 
store has not reached its limit yet. 
It is only beginning to take its 
proper place on the list of Christmas 
stores. Some day it’s going to top 
that list. Christmas is becoming 
more and more a hardware holiday. 
Special Need for Planning This Year 


There is need for a_ specially 
planned Christmas campaign this 
year. Business has been compara- 
tively slow for some time past. 
People have been playing the game 
of “Buy What We Need.” True 
there has been and still is a good 
deal of money in circulation, and the 
inherent desire to make gifts is as 
strong as ever, but it will take care- 
ful planning to turn that desire into 
cash. From a strictly holiday stand- 
point, this very fact favors the hard- 
ware merchant. The goods he sells 
are of the practical, useful, well- 
made type. His is not a jim-crack 
line. He carries the articles that 
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with tools—the Christmas tale 


NILLIAM LupDLUM 


ZISIZIErelelelemelmemiewiceiciere 


lend themselves to gifts of the sort 
people will buy this year because the 
coming holiday is billed as a prac- 
tical Christmas. 

All Plans Must Center on the Children 

After all, Christmas is primarily 
a children’s holiday, so all Christ- 
mas campaign plans must center on 
the kiddies. Why not start with a 
Christmas opening, to which children 
are especially invited? Give each 
child who comes a small souvenir 
gift. Have them fill in cards, giving 
their name, the names of their 
parents, their address, and one or 
two articles desired as Christmas 
gifts. These cards can then be filed, 
and follow-up letters sent to the par- 
ents. 

Children should aided in 
selecting proper gifts for the rest 
of the family, even though it takes 
time and the resulting sales are 
small. You cannot make it a hard- 
ware Christmas unless you cater to 
the children. 

There are many ways in which a 
little special service around the holi- 


also be 





days can be made te draw trade. 
This is particularly true of the serv- 
ice deals with the children. One 
dealer in the Middle West makes it 
a point to have the child’s name 
painted on such presents as sleds, 
wagons, skiis, etc. He engages a sign 
painter for this work, and the added 
service is reflected in his Christmas 
sales. He likewise allows both par- 
ents and children to make advance 
selections of gifts, and is careful to 
hold the goods so selected. An in- 
itial payment is asked except in case 
of his regular charge customers. 
About two weeks before Christmas 
he fills a window with goods already 
sold and held for delivery, and an- 
nounces on a card that these items 
are sold and will be delivered in time 
for the big day. Another card offers 
the same service to others. 

Handle the Christmas Accessories 

One good way to tie up with the 
Christmas buyer is to carry the 
Christmas accessories such as tree 
holders, candles and candle holders, 
ornaments, colored card, tissue paper 
and decorated ribbon for tying pack- 
ages, tags, seals, and other such 


Considering the size of the win- 


dow, EB. O. Pratt of Clinton, 


Mass., has accomplished much in 
the way of diversified display 


HARDWARE AGE 


> 


maf. : | 
4, ion ~~ 
. ‘ 


io 





December 1, 1991 


The Graves Hardware Co., 

Springfield, Mass., makes good 

use of a small space in featur- 
ing gifts for women 


items. A merchant in Massachusetts 
makes it a point to include free with 
every gift purchase colored ribbon 
tissue’ paper, a tag and a Christmas 
seal. This merchant maintains g 
Christmas wrapping counter, where 
gifts can be specially wrapped for 
shipping. The packages are weighed 
and the amount of postage is marked 
on them. He also carries stamps for 
the convenience of the Christmas 
shoppers. He is helping to make 
Christmas-a hardware holiday in His 
town. z 
Give Your,Storesthe Christmas pat- 
~~. mosphere > i 

If you are to put hardware on the 
Christmas map, you must give to 
your store the holiday atmosphere, 
Decorate the shelving and display 
tables with holiday colors. Use a 
few Christmas trees laden with 
hardware gifts. Tie up the gift idea 
with the utility thought. Let your 
holly decorated signs proclaim “Use- 
ful Gifts” or “Practical Gifts that 
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Snow in Alabama 


would be unusual 
least, 
but the Wimberly 


€ Stone Hardware 


to say the 


Co, seems to have 
used it to good 
advantage in this 
Ymas window. 
Electrical goods, 
cutlery, useful 
vifts of all kinds 
and a few 


to be 


toys 


secn 








Please.” Arrange special tables for 
special types of gifts. Have one with 
gifts adapted to the men and label 
it“Father’s Table.” Boys goods can 
, be displayed on another table with 
acard reading “Boys’. Department.” 
Another table can accommodate 
“Gifts for Girls,” and still another 
can proclaim itself “Mother’s Sec- 
tion.” Make it easy to select gifts. 
Get away from the what-to-buy buga- 
boo, and sales are easy to make. 


Make Your Windows Talk Christmas 


Your biggest Christmas asset is 
your show window if properly used. 
Put it at work. Let it talk Christ- 
mas for at least three weeks before 
the big day. Change the displays 
often, to put over the big idea that 
your hardware store has gifts for 
everybody. Use moving displays oc- 
tasionally when showing toys. It is 
easy to construct a silhouette of a 
huge coaster wagon, using compo- 
board for the body and cardboard for 
the wheels. The wheels can be kept 
in motion by use of a small motor. 
In one window try having a bright- 
faced school boy set up mechanical 
toys, experiment with chemical sets 
or build fanciful houses from blocks. 
Have him use a low table for this 
Work, and follow the directions 


which come with the games and sets. 
It will surprise you to note the in- 
terest such a window will create, and 
the sales that it will create. 

Just a little intelligent effort —a 
few carefully worked out plans—a 
unified store spirit will win Christ- 
mas trade and Christmas dollars. It 
will also sell the basic idea of hard- 
ware items as holiday gifts. 

All together! Let’s make it a 
Hardware Christmas! 

Don’t Neglect Your Advertising 

Bear in mind that one very im- 
portant feature of your holiday sales 
campaign is your advertising. Take 
the people of your community into 
your confidence from the start. Te'l 
them plainly that you expect to make 
this a hardware Christmas, and tell 
them why it should be one from their 
standpoint. 

If there is one special season when 
a hardware man should plunge in 
newspaper advertising it is the pre- 
holiday season, because there is no 
other period of the year when people 
are so susceptible to advertising. In 
your opening announcement call at- 
tention to the fact that the Govern- 
ment advocates early Christmas shop- 
ping. Tell them you are planning 
a holiday opening day in order to 


help them solve their gift problems 
early. Tell them how complete your 
stock is now, and how it will be al- 
most impossible to keep it so right 
up to the actual holiday. Tell them 
you have a plan whereby they can 
look over the complete stock, and 
have any article they wish reserved, 
to be sent to their homes later. Last, 
but not least, tell them of the souve- 
nirs you have for the children, and 
of your desire to have them inspect 
your stock. 

In the advertisements which fol- 
low give lists of suggested hardware 
presents for every member of the 
family. Give to each individual ad- 
vertisement a personal touch. Make 
it human and readable for the per- 
son with a gift selection problem on 
his hands. We are all shirkers along 
some line or other, and most of us 
prefer to shift all bothersome think- 
ing on to the other fellow. If peo- 
ple can get some accommodating mer- 
chant to plan their Christmas pur- 
chase for them, they are much more 
ready to part with their gift money. 
They may not expect this service, 
and do not often get it, but when 
they do, it is appreciated. If your 
advertising is so worded as to help 
and not bore the reader it will get 
results. 
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Filling 
Santa’s 


Pack 


Featuring the Gift Certificate Idea Speeds 
Up Sales and Gives Satisfaction to Pur- 
chasers of Sporting Goods Equipment 


-7HEN bleak December winds 

W blow and when snow storms 

cover the earth with a man- 

tle of white, do you quit cold—as 

cold as the weather—on your sport- 
ing goods sales? 

It would seem that the season is 
over, wou'dn’t it? And being over, 
it would be the natural thing to let 
up on the effort to sell golf clubs and 
shoes, tennis rackets and all the 
other out-door needs which move so 
well during the summer. 

All this might be true 
Christmas changes it entirely. 

Christmas time is one of the best 
times in the year to sell everything 
in a sporting goods department. 
Sales during the holiday season 
should be as heavy as they are in 
torrid July or August. Christmas is 
made for the sporting goods retail- 
ers of the country, and the holiday 
eason is harvest time in selling golf 
goods and other sperting equipment. 

What could Dad want than 


but 


more 


a new mashie in his Christmas stock- 
ing? And he won’t object if there 
is an attractive new pair of golf 
stockings in the same receptacle. 
Sister would prize, a sweater. She 
certainly would. With skating par- 
ties coming on, what. could delight 
her more than a warm, attractive- 
looking sweater for these excursions 
of joy? And Johnny is_ playing 
basketball or is in a gym class, and 
shoes, suits, and the other things 
which the gym makes necessary will 
give him a Christmas morning smile 
that will last over New Year’s. 
Idea 

Incidentally the sale of sporting 
goods as Christmas gifts furnishes 
the hardware merchant with a fine 
opportunity to use the gift certifi- 
cate idea. It will build business. No 
doubt of it. 

A man is apt to be a crank about 
his golf clubs, and would rather pick 
one out than to have his wife do it. 
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The Gift Certificate 


She may buy his neckties, but he 
prefers to choose his own cigars and 
his own driver. That’s an easy mat- 
ter if the hardware store issues gift 
certificates. She is saved the trouble 
of selecting the merchandise. It ex- 
pedites shopping for her, and makes 
it possible for the recipient to get 
just the gift that he wants. 

The gift certificate plan works out 
well for the rest of the family. It 
is a difficult task to get a pair of 
shoes to fit John’s feet unless John’s 
feet are present at the time the pur- 
chase is made. The gift certificate 
lets John come in and try them on, 
and robs him not a whit of the joy 
of being surprised when the Christ- 
mas tree festivities are held. Sister 
Sue would rather pick out her 
sweater than to have Dad do it. She 
has her own ideas about color and 
style, and would prefer to do her 
own selecting. The gift certificate 
lets her suit herself. 

To the merchant this idea means 
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selling more goods, and it also saves 
a lot of. time during the Christmas 
rush. When mother and daughter 
come in to look at golf clubs, it is 
a certainty that it will take many 
minutes for them to handle them, 
and talk over the kind they want to 
buy for the head of the house. If 
they make the gift through the cer- 
tificate plan, however, they need only 
ask prices and decide to give Dad a 
$10 club. The certificate is filled out 
and the salesman is ready for the 
next customer. The actual choos- 
ing is done after the Christmas rush 
is over, during the dullest week in 
the year, between Christmas and 
New Year’s. This plan does away 
with the exchange of goods, which 
wmakes it necessary to sell a thing 
# twice before if-is really sold. 

Sporting goods include skates, and 
what better time in the year is there 
for skate selling than at the Santa 
Claus season? Here, too, the certifi- 
cate saves a lot of mistakes on sizes. 


What Some Stores Have Done 


“We do a fine sporting goods busi- 
ness in the holiday season,” says a 
member of the T. B. Rayl Co., De- 
troit. “We regard this as a prize 


opportunity to sell goods, and we 
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keep them prominently displayed in 
the store; we have a lot to say about 
sporting goods in our advertising, 
and we consequently enjoy a volume 
of business that is very large.” An 
illustration of this firm’s sporting 
goods department appears on the 
opposite page. 

The Barrett Hardware Co., Joliet, 
Ill., looks upon holiday time as a 
boom season in selling sporting 
goods. Hunting goods are of course 
ideally in season and move with 
alacrity in the holiday sales.. Guns 
come to the fore as an ideal gift, 
while hunting coats and sweaters 
jump in the sales. And golf equip- 
ment takes on new life and sells ex- 
tremely well. 


Featuring the Professional 


Last Christmas time the Peoples’ 
Hardware Co., Gary, Ind., had the 
local golf club professional in the 
store for two weeks meeting the cus- 
tomers and explaining the advan- 
tages of the golf goods they sold. Did 
the store do a nice business in golf 
goods? Well, ask Ray Poore. He 
says the idea caught on tremendous- 
ly, and that sales went way ahead ot 
anything they had expected. 


The Garver Hardware Co., Des 
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Moines, has had an indoor golf 
school which has been a stimulus to 
business. It has trained the would- 
be golf players to be proficient, and 
it is only natural for them to pur- 
chase their equipment at the store 
which taught them the game. The 
Garver store does a nice business in 
golf goods every Christmas time, and 
expects to have another fine sale this 
year. 
Christmas the Best Season 

All America loves the out of doors. 
The call of the wild is getting 
stronger every day. There is no let- 
up in the demand for sporting goods. 
This is a business which is growing, 
growing, growing. When times are 
hard and other departments report 
a slump and a drop in sales totals, 
sporting goods march merrily on for 
steady gains. People will not be de- 
nied their love for the game. Hard- 
ware merchants who sell sporting 
goods have a_ golden opportunity. 
They can count on this department 
becoming a more valuable one each 
year, and they can regard the Christ- 
mas season as being made to order 
for the moving of these goods. 

Yes, there are seasons for selling 
sporting goods. And one of the best 
seasons is from now until Yuletide. 
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Here's a window that breathes the spirit of the 
good many Christmas presents of firearms and h 


winter hunting season 


nting equipment being p 





Gifts for the Youngsters at Home *; 


This Is the Children’s Season and Hardware Merchants 
Who Recognize the Fact Will Be Well Rewarded 
—Satisfying the Mechanical Instinct 


PON the background of our 

mind Fancy has etched “the 

picture of a hardware win- 
dow. 

In the central background of this 
imaginative display the rotund and 
ruddy figure of St. Nicholas stands 
facing the street, surrounded by a 
multitudinous array of toys and 
games and sundry playthings dear to 
the heart of childhood and of youth, 
while upon his chapped and happy 
face a benevolent smile conveys the 


By CHARLES DOWNES 


The genuine essence of the Christ- 
mas spirit cannot be measured by 
any national currency, nor can it be 
made with silver or gold or precious 
stones, nor with all three combined. 
It is something intangible, ambigu- 
ous even to the sensibilities, some- 
thing upon which the mind can only 
speculate, but which, upon_examina- 
tion, leads to the belief that the 
spirit of Christmas is an essence 
light as air, that has been concocted 
in the crucibles of many happy 


It is both his privilege and his ob- 
ligation to serve the people of his 
community, and to influence their 
buying so that the interests of the 
community may be prospered and the 
individual customer receive abundant 
satisfaction. 

The interest that the hardware 
dealer can create in jhis locality in 
gifts for the youngsters is limited 
only by the variety of stock he car- 
ries. The two window displays 
shown herewith illustrate adequately 
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/ 
Children of all ages should find pleasure in this attractive toy department. It contains a wide range of toys, from Teddy bears 
for the little tots to velocipedes for the larger boys 


spirit of Christmas-tide to the 
sparkling eyes and expectant hearts 
of passers-by upon the street. 

Above the head of the robust old 
saint is a large holly wreath sur- 
rounding a neatly lettered card. Upon 
the card is printed this plea: “Suffer 
little children to come unto me, for 
here they shall find a kingdom of 
toys.” 

Probably the greatest thing about 
the Christmas spirit, after all has 
been said and done, is the joy it 
brings to the hearts of children. To 
many of us who have grown up the 
spirit of Christmas has, alas, degene- 
rated into a sordid competition char- 
acterized by hypocrisy in giving and 
bitter criticism of the gifts re- 
ceived. 


hearts, and thrown out upon the at- 
mosphere by the sparkle of merry 
eyes and the ripples of hearty 
laughter. 

It is altogether fitting and proper, 
therefore, that the first considera- 
tion of everybody at this season of 
the year should be directed toward 
making Christmas as thoroughly en- 
joyable and as memorable as possible 
for children of all ages. They will 
have grown up in such a short time, 
and the years of childhood and irre- 
sponsibility are at the best so closely 
restricted that it is almost tragic to 
stint their privileges or confine their 
pleasures on this day so dear to 
memory and hope. 

In this connection the hardware 
dealer can play an influential part. 
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a variety of practical and acceptable 
gifts for youngsters of all ages and 
descriptions. 

The one showing an assortment of 
stuffed animals, such as teddy bears, 
elephants, dogs and rabbits, to- 
gether with dolls, dolls’ furniture, 
floor games, Indian dresses, electric 
trains and so forth, was a window 
display arranged at the W. J. Pettee 
Hardware Co., Oklahoma City, Okla., 
and was a source of continual delight 
to the children of Oklahoma City 
during the time that it was shown. 
A window of this kind with slight 
alterations and a bit of additional 
decoration would be essentially ap- 
propriate for a Christmas display 
and would in all probability attract 
the attention of both youngsters and 
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The small toddler 
will find this win- 
dow a_ veritable 
land of enchant- 
ment. W. J. Pet- 
tee, Oklahoma 
City, Okla., is re- 
sponsible for. this 
excellent display 






















elders, particularly the elders, seek- 
ing suitable gifts for the kiddies. 
The window display of the Ameri- 
can Hardware Stores, Inc., Bridge- 
port, Conn., although not primarily 
a Christmas window, has an appeal 
that would be hard for little ones to 
resist. Wheel toys, rocking horses, 
teddy bears, and so forth feature this 
window. The double rocker rocking 
horses suspended from the ceiling 
of the window with a teddy bear in 
each, have the true play-note with 
a bit of the grotesque about them 
which makes them delightfully fas- 
cinating to the childish eye. 
But toys are not the only articles 
m= that the hardware merchant can dis- 
play to good advantage. Sporting 
goods, tools, tool boxes, electrical 
contrivances and a score of other 
things are equally as important, es- 
pecially for the boy of more mature 
fancies. The girls should ‘not be for- 
gotten. Rattles and dolls and all of 











the things that dolls require in the 
way of furniture, dishes, miniature 
ranges and pots and pans should, if 
possible, be placed advantageously 
for her eye to see, if not in the win- 
dow then surely in as prominent a 
position as possible in the toy de- 
partment. 

It is perhaps also worth remem- 
bering that boys in their ’teens are 
usually interested in some form of 
activity which requires the use of 
more or less ingenuity and skill. It 
is not only a charity to encourage a 
boy in the kind of work that he likes, 
it is decidedly to the advantage of 
everybody that the boy is likely to 
come in contact with if he is assisted 
in developing his natural aptitudes. 

The hardware dealer can exercise 
a very beneficial influence in this re- 
spect by helping the practical-minded 
boy who is interested in tools, elec- 
tricity, carpentry work and mechan- 
ical contrivances. A boy never for- 





gets the one who lends him a helping 
hand and sympathet counsel in 
matters that lie closest to his heart. 

The dealer who wins the warm 
friendship of the youngsters of his 
neighborhood is indeed entitled to 
honest admiration, for his business 
rests upon a strong foundation, and 
the future and all of its possibilities 
are plastic to his influence and his 
faith. 

But it would be possible to con- 
tinue on in this strain enumerating 
articles of interest for youngsters to 
the point of wearing out the ribbon 
on our typewriter. Both the ribbon 
and the reader deserve better treat- 
ment. However, if there is the germ 
of an idea in anything we have writ- 
ten which can be used by a dealer 
anywhere, we shall have fulfilled our 
purpose, and will be gratified if it 
assists in any way to make Christ- 
mas merrier for the youngsters of 
any community. 
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Electrical Goods Bring Holiday Business 


Useful Gifts for the Christmzs Season Bring Profits 
to the Hardware Merchant and Pleasure 
to Those Receiving Them 


By CHARLE3 J. HEALE 














days,” Santa Claus, summer 

resident of the North Pole and 
winter visitor to all hardware 
stores, was always pictured warmly 
robed in red and ermine, in a high- 
backed sleigh. A team of spirited 
reindeer of inexhaustible vitality 
drew the sleigh over the housetops 
so that Santa could alight, slide down 
the chimney and deliver presents to 
good boys and girls. 

Unsuspecting children would go to 
bed on Christmas eve with instruc- 
tions to “go right to sleep,” for if 
Santa found anyone awake he would 
leave immediately without depositing 
any gifts from his bag. Next morn- 
ing the happy kiddies would run to 
the tree to frolic among their toys. 
Each would say that he had heard 
the sleigh bells or scraping of a rein- 
deer hoof. 


B ACK in the so-called “good old 


Times Have Changed 


Times, however, have partially 
changed, and everything has been 
more or less modernized. Shortly 
after E wocd Haynes introduced the 
first successful motor car, students 
of the modern school tried to take 
away from Mr. Claus his picturesque 
reindeer and sleigh. They gave him 


an automobile some years ago. Ro- 
mantic souls still stick to the sleigh 
and .the impatient steeds, but the lat- 
est picture of Santa Claus that we 
have seen was entirely different. 
We find him togged out in aviators’ 
clothes, his jovial face peeping out 
from the folds of a leather helmet. 
Instead of his trusty steeds, he now 
directs a biplane of the latest design 
with the apparent skill of a tried 
aerial navigator. The children of 
to-day love him no less for it. 


Giving Useful Presents 


It is the same with presents. Many 
people have stopped giving vases to 
the June bride. Instead they give 
her articles that will be useful in 
her new home. Christmas presents 
are now bought for practical pur- 
poses, and are picked with care. Old- 
fashioned and useless presents would 
not only be unwelcome today, but in 
many instances they would not even 
be considered by the giver. 

We are living in an age of elec- 
tricity. Slow and tedious manual 
labor has given away to the swift 
and all-powerful electric forces 
which are controlled by the touch of 
a convenient push button. We are 
using electricity every day in our 
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homes, offices and factories for 
power, heat and illumination. The 
modern housewife is quickly learn- 
ing to do everything, from toasting 
bread to washing clothes and dishes 
electrically. 

But let us get back to Christmas, 
the greatest gift season of the year. 
This is the time when every progres- 
sive hardware dealer should be on 
his toes pushing the sale of elec- 
trical goods as one of the finest type 
of useful holiday gift. It is the time 
when all people are in the buying 
mood, and open to the suggestions 
of any reputable dealer. It is a real 
problem for the average person to 
make up his gift list, and if the 
dealer would make a bid for this 
Christmas trade he could offer his 
services to the community in a way 
that would not be forgotten. 


Everyone a Prospect 


Every person that comes into your 
store from now until Christmas eve 
is in the market for one or more of 
the electrical appliances you carry. 
Get your stock on view. It is good- 
looking merchandise, and can be 
polished up so that one cannot pass 
it by. Have all of your salesmen 
talk electrical goods to every cus- 
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tomer. Have demonstrations of 
toasters with a woman in charge. 
Offer your customers a piece of fresh 
buttered toast, crisp and brown as 
only an electrical toaster can make 
it. Then suggest that it would be a 
most acceptable gift to any friend 
or relative. 

The power of suggestion is never 
stronger than at Christmas time. 
You can easily interest people, for 
they are actually looking for aid. 
Show them your stock of vacuum 
cleaners. Explain the features and 
have them operate on a small piece 
of carpet, and suggest that a cleaner 
is a life-long gift of real practical 
value. Perhaps you can extend the 
courtesy of time payments. on 
vacuum cleaners. 


Making Up Gift Lists 


Probably the best way to go about 
interesting the customer would be to 
make up a list of electrical presents 
suitable for the man, the housewife 
and for young people. Have the 
sales staff familiarize themselves 
with the list. When a customer in- 
timates that he seeks a present for 
his wife, concentrate on electric 
irons, toasters, electric grills, perco- 
lators, chafing dishes and vacuum 
cleaners. You may find that the lady 
in question has one or two of these 
items. If so, work on things that 





The vacuum cleaner has 

made a place for itself in 

every home where electricity 
is used 


we 
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she has not got, and show her hus- 
band the saving of time, the economy 
of operation, the cleanliness and effi- 
ciency of these electrical devices. 
You can also appeal to the man if 
the device is used in the preparation 
of food. Tell him of the superiority 
of electrically percolated coffee, or of 
electrically toasted bread. Show h 
how a more appetizing meal can be 
completely cooked on a small elec- 
tric grill or table stove. An electric 
curling iron or a boudoir lamp will 
give pleasure to any woman. 

For the young daughter or sister 
who is away at boarding school an 
electric chafing dish would be ideal— 
for making fudge and for those little 
midnight suppers not officially ap- 
proved by the faculty. 

Or if the wife comes in seeking a 
present for her husband, the dealer 
could get real enthusiastic over a 
lamp for his desk or den, a flashlight 
or an instantaneous water heater 
that is such a convenience for the 
morning shave. 

For the married couple who desire 
to improve their home, nothing more 
serviceable could obtained any- 
where than a portable electric heater 
of the latest type. 

Electrical goods are pretty to look 
at, the simple mechanism is interest- 
ing, and persons of all ages are 
quickly interested in a demonstra- 


be 
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tion of the possibilities of electricity 
in the home. 
Goods of this character lend them- 
selves readily to displays in windows 
and upon tables. A good Christmas 
window, containing toasters, perco- 
lators, chafing dishes, irons and the 
like, will attract attention if you 
have some cheerful holiday window 
cards, link up the Christmas spirit of 
giving with the electrical goods you 
have to sell you will surely cash in 
this holiday business. Well- 
grouped displays on tables will make 
a fine interior appeal. These together 
with explanations of the beauty, 
charm and utility of electrical appli- 
ances will result in three things—a 
satisfied customer, a pleased recipi- 
ent of a useful gift and a good 
Christmas profit fo. irself, 
Yuletide Suggestions 


ome red 
vreath, 
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In your windows have 
and green balls, with h 
mistletoe and other symb: 
Christmas spirit. Make your entire 
store alive with Yuletide sugges- 
tions. Use your local papers to ad- 
vertise your stock of electrical gifts, 
und invite the people of your com- 
munity to consult you in picking out 
gifts for friends and relatives. 

Get your label or trade mark on the 
goods, so that the lucky people who 
get these useful gifts will know that 
you supplied them. Next year you 
will get their Christmas business as 
well. 
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Yuletide the Banner Season for Cutlery 


Here Is a Class of Merchandise That Is Sure to 
Prove Profitable During the Closing 


Days of the Year 


appropriate as a Christmas 

gift. Virtually every article of 
cutlery that is carried in stock by 
the hardware trade is of a practical 
nature, and is designed for a useful 
purpose. Everybody uses some form 
of cutlery 365 days of the year. 
Men must shave, women must cook 
and boys have a need of jack-knives. 
If an aboriginal savage should be 
resurrected from the past, and re- 
tain sanity long enough to examine 
some specimens of the modern cut- 
ler’s art, he would in all probability, 
before he discovered the utility of 
modern pocket knives, razors, scis- 
sors and so forth, use them to adorn 
his person. He would probably 
string them together in some inge- 


Ree of any sort is always 


nious way so as to form bracelets, 
necklaces, and pendants with which 
to bedeck himself becomingly. After- 
wards he would more than likely af- 
fect a manly and simple vanity as he 
caught reflections of himself in mir- 
ror or woodland pool sparkling in 
the sunlight to the dazzled wonder- 
ment of himself and all nature. 

All of which is, of course, simply 
a roundabout way of stressing the 
fact that cutlery is an easy and pe- 
culiarly effective line of merchandise 
to display, either in the store window 
or in the show case. Probably some 
of the most novel and extraordinary 
displays that the retail hardware 
trade of this or any other country 
has ever planned and executed have 
been centered around cutlery. 


Take for instance the photograph 
of a display that was arranged sey- 
eral years ago by the Kelly-Brady 
Hardware Co., Mobile, Ala. It was 
a display that was good enough to 
get a quarter column story in the 
Mobile Register. In the background 
a brick fireplace with the figure of 
Santa Claus retreating up the chim- 
ney has an essentially Christmas 
flavor. This is carried out with al- 
most dramatic effect by the figures 
of the boy and girl rushing toward 
a large and well-trimmed Christmas 
tree in the rear left hand corner of 
the window. 

The floor of the window is neatly 
covered with razors, both straight 
and safety, pocket knives, scissors of 
all kinds, carving sets and various 














Santa Claus climbing up the 
display of 


cutlery 


in the foreground brought many customers to the Kelly-Brady Hardware Co., 


chimney, the children rushing forward to inspect their Christmas presents, and a well-arranged 


Mobile, Ala. 
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You'll find cutlery of every description here. 
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Everything sharp from car: 
left to the imaginatioy 


ing sets to pocket knives is to be fou na 














other odds and ends in the way of 
knives that are used daily around 
the average house by the housewife. 
The window explains itself much 
more vividly than any word descrip- 
tion could possibly do, and we there- 
fore leave it to your judgment to 
decide upon its value as a seasonable 
display. 

During the evenings on which-this 
display was shown an imitation fire 
burned continually in the grate, and 
-the tree was illuminated by a hundred 
or more tiny electric bulbs of varied 
eolors. The general lighting tone of 
the entire window was subdued so 


National Motorcycle and 
Bicycle Ass’n Exhibit 


The annual convention and show of 
the National Motorcycle and Bicycle 
Association was held at the Coliseum in 
Chicago, during the week of November 
9. The attendance was up to past 
marks and the meeting was a success- 
ful one in every way. 

Sales at the show were much greater 
than last year and the trade seems to 
feel that 1922 will be one of its best 
business years. Several price reduc- 
tions were announced by manufacturers 
of motorcycles during the show. The 
reductions were of a substantial nature 
and proved a boom for business. Bi- 
cycle prices were announced as being 
slightly lower and there was also a 
good sale in this branch of the business. 


that the effect was that of a room 
from which Santa has just departed 
after having had the misfortune to 
have made too much noise in dis- 
tributing his gifts. The children 
who had been sleeping lightly have 
been awakened and have rushed into 
the room to discover the treasures 
and delights left by the patron saint 
of Yuletide. 


An Attractive Window 


The other display shown herewith 
was arranged with distinction by 
the designer at Pettee’s Hardware 

o., Oklahoma City, Okla. 


A feature of the show was the ar- 
rival of a party of Milwaukee men on 
old style bicycles. They made the trip 
of 85 miles in 13 hours, which is con- 
sidered good time. Others drove motor- 
cycles from points as far distant as 
Montreal while there were drivers also 
present from Pennsylvania, New York, 
Ohio, Nebraska and Massachusetts and 
other States. 

The business sessions were given over 
to a general discussion of the means of 
increasing business, and it was agreed 
that more advertising was one of the 
ways in which sales could be increased. 
The encouragement of local motorcycle 
clubs and competitive events and runs 
was urged. 

The competition committee adopted 
new rules for motorcycle races 
dirt tracks. It was evident at 


some 
over 


The profit in cutlery during the 
holiday season probably surpasses 
that of any other period of the year. 
Cutlery displays should be arranged 
now so as to get the best results. 
Special sets of knives and scissors 
can be made up by any dealer as 
special holiday assortments, and sold 
at a round figure as an additional 
Christmas cutlery inducement to his 
trade. It is worth trying out if you 
have never done it, for it will ac- 
quaint you with some of the unsus- 
pected possibilities and profits which 
lie hidden beneath the glitter and the 
sparkle of modern cutlery. 


the show that the lighter type of 
cycle is growing in favor. 

4. B. Coffman is retained as the ex 
ecutive head of the ation, and 
present indications are that next year’s 
show will be in Chicago, at the Col 
seum. 
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formerly in the 


Snyder Dies 


Snyder, Newton, Mass., 
hardware and kitchen 
furnishings business, died recently at 
the Massachusetts Homeopathic Hos- 
pital, following a short illness. Mr 
Snyder retired from _ business five 
years ago. He was a native of Bed- 
, Province of rt and was born 
1863. He to Newton some 
years ago. 
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Don't Forget the Home During the Holidays 














The John Strodel Co., 


OETS have sung the praises 
p of the mother; artists have 


painted pictures and authors 
have written volumes about her; 
highiy successful men have gra- 
ciously attributed their entire suc- 
cess to her. As a rule she gets 
plenty of vocal praise and but little 
else. A vaudeville act that is go- 
ing flat may be instantly revived 
with the wave of an American flag 
or with a “Mother song.” 

Why not show some practical ap- 
preciation to this universally re- 
vered being? The sentiment needs 
no explanation or propaganda. The 
average mother is a housewife ac- 
cording to census classification. 

The home is the pride of every 
housewife, and the things great and 
small in it are her most cherished 
possessions. It is not maudlin sen- 
timentality, but an actual fact that 
the housewife is the foundation of 
our American civilization. She re- 
ceives no salary and is always the 
one to go without clothes or pleas- 
ures in order that some one else 
may have them. 

Santa Claus is a very busy man 


Huntington, Ind., does not let one forget the housewife 


around Christmas time, because he 
has so many children to take care 
of. So it is up to you hardware 
dealers to see that the housewife is 
not forgotten. The best way you 
can do it is to prepare with good 
stocks for a demand on housefur- 
rishing goods suitable as holiday 
gifts. Get your windows lined up 
with this class of merchandise and 
use your loca] papers to push the 
sales. Before going into a list of 
items that the housewife would ap- 
preciate, it will not be amiss to re- 
member that a wide variety of 
goods must be available, and prices 
must start pretty low so that the 
small child who wants to surprise 
her mother may not be left out. 
This does not mean that only cheap 
goods come under this head, for the 
very opposite is the truth. 


Crockery Always Needed 


There is a big market in every 
town for a number of small pieces 
of crockery, such as earthenware 
tea pots, water jugs, mixing bowls 
or an odd piece of porcelain table 
ware that a child could buy with its 
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Household Hardware 


Is Always Appreciated 


by the Housewife and 


Is Worth While 


Featuring at This 
Season of the Year 
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hoarded pennies. Behind these small 
sales should lie two thoughts: This 
child is the grown-up of to-mor- 
row. If he is suited to-day he w ll 
secon return, and when he is older 
he will still be your customer. More 
than that, it affords a wonderful 
opportunity to show him your com- 
plete line of toys or juvenile sport- 
ing goods if he is a boy. A girl 


_ would look over your stock of dolls 


and other things that might inter- 
est her. You could very easily tell 
her to look around. When the lit- 
tle kiddies got home father and 
mother would hear about the won- 
ders of your store, its stock and its 
service in an enthusiastic way that 
only a child can have. 

If the child is small enough and 
believes in Santa Claus have him se- 
lect his gifts and write to this old 
Christmas saint. The letter will in- 
clude the child’s name and address 
and a list of gifts that he wants. 
Think of the sales in other things 
that could be built up with letters 
to parents. 

But we are almost forgetting the 
housewife. 

Aside from the indirect benefit 
derived from selling inexpensive 
gifts to children there is a margin 
of profit: on these small crocks 
which will at least enable you to 
break better than even. 

Household gifts are worthy of a 
good window display, and should 
be boosted by newspaper advertis- 
ing. The latter should remind the 
readers that the housewife should 
not be neglected, and that a set of 
dishes, an aluminum kettle or a new 
alarm clock would be very accept- 
able as a holiday gift. If obtain- 
able a holly box or container would 


help stimulate these sales. The ad- 
* 
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This window should serve to remind the 


vertising should bring out the point 
that although the housewife may be 
receiving some very handsome and 
valuable gifts from many sources, 
her home is her pride and a con- 
tribution to it would give her real 
holiday joy. A housewife would 
welcome a new dishpan, an alum- 
inum kettle, double boiler, omelette 
pan, or boiling pot. If she is par- 
tial to enamelware give her some 
cooking utensils of that material, 
for there is a big variety from 
which to choose. If the lady has 
no electricity she would be glad to 
have a gas iron or a flat gas stove 
bread toaster. A _ parlor clock 
would be a gift that would find a 
permanent place in the heart of the 
recipient. 

Christmas gifts for the housewife 
offer a wide number of opportunities 
to hardware dealers. A good window 
on this subject with attractive win- 
dow cards appealing to the passers- 


man of the house that his wife will need 
properly for the Christmas feast 


by will bring in steady business. As 
a service to customers the dealer 
could easily offer to keep any selected 
gifts until Christmas Eve, deliver- 
ing them at that time to the person 
for whom they were intended. You 
could also have a stock of cards and 
tags on a table with pen and ink, so 
that the giver could make out a lit- 
tle tag to go with the present. The 
tags are inexpensive and would be 
one more good contribution of ser- 
vice that would result in increased 
patronage, not only during the 
Christmas season but throughout 
the year. 

New bathroom fixtures, a food 
chopper, a family scale, a cast iron 
cooking kettle, glass cooking ware, 
mounted and unmounted casseroles 
are all excellent gifts to the house- 
wife. A wash boiler, while not so 
beautiful, is a very practical pres- 
ent. So is a wire rack or tray for 
draining dishes, or a floor mop, soap 


many useful articles in ord: 


shaker, washboard, or like articles. 

Small tea sets, consisting of half 
a dozen cups and saucers, teapot, 
cream pitcher and sugar bowl, if 
made in an attractive design, would 
appeal to those seeking a pretty and 
useful present. 

In many homes members of the 
family hang up stockings expecting 
mostly coal, lemons and a few hard- 
ware articles for use about the home. 
Your window could feature this an- 
gle with a stocking filled with small 
items such soap dishes, disk 
mops, salt shakers and egg poachers. 
A card attached to the stocking 
would get the story across in a few 
words. People who come in to buy 
these articles would be brought into 
contact with your higher priced 
gifts. You could get them inter- 
ested in other household gifts and 
could then suggest the purchase of a 
special and very useful present to the 
lady of the house. 
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Dishes and glassware are easily broken and should be replaced before the advent of the Christmas seas 


Oklahoma City, Okla., recognizes this fact, as shown 


by 


this illustration 





Silverware the Christmas Gift De Luxe 
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URING the last twenty years 
D much has beer said and writ- 

ten regarding the growth and 
expansion of business. Manufactur- 
ing has increased by leaps and 
bounds, and where one factory stood 
during the closing days of the nine- 
teenth century a dozen rear their 
chimneys to-day. New~ industries 
have sprung up, and those already 
established have continued to in- 
crease steadily. Not only has manu- 
facturing expanded, but there has 
been a steady growth in the other 
branches of business. 

It is the retail business in which 
we are interested, and this branch 
has grown in proportion with manu- 
facturing and wholesaling. Time 
was when the retailer was content te 
follow in the footsteps of his father, 
and to carry the same lines year in 
and year out. Times have changed, 
however, and the retail merchant of 
to-day is no longer bound by pre- 
cedent. He has cut loose from tra- 


to Effective Displays 


By GEORGE M. SANGSTER, JR 


dition, has expanded his business 
and increased the number of lines 
carried. In no branch of the retail 
field has the change been more ap- 
parent than in the hardware busi- 
ness. 


Silver in the Hardware Store 


There was a time when the hard- 
ware merchant carried only tools, 
household goods, cutlery and other 
articles which might come under the 
strict classification of hardware. To- 
day he no longer confines his efforts 
to a comparatively narrow field, but 
has increased his stock and has add- 
ed to the number of lines carried to 
an extent unthought of several de- 
cades ago. Nowadays the hardware 
store handles articles which formerly 
were sold exclusively by retail stores 
in totally unrelated lines of business. 
Today the hardware store may justly 
be regarded as a competitor of the 
toy shop, the sporting goods store 
and the jeweler. 


Flatware and Hollowware Make Ideal and Useful 
Yuletide Gifts and Adapt Themselves Readily 


A statement to the effect that the 
hardware and the jewelry store sold 
similar articles would have been ridit 
culed a few years ago. Now, how- 
ever, although the hardware mer: 
chant may not sell diamond rings and: 
lavallieres he does compete strongly 
with the jeweler on plated silverware, 

Silverware may perhaps be regard- 
ed as the line de luxe of the hard- 
ware store. It has succeeded in mak- 
ing a real place for itself, and is a 
welcome addition to the stock of any 
progressive establishment in the 
business. It attracts customers, 
occupies but comparatively little 
space and nets the retailer a goodly 
profit. Moreover it makes an ideal 
gift for all seasons of the year, par- 
ticularly the Christmas season. 

Can you imagine a more suitable 
or acceptable gift than silverware? 
It is always in good taste, is useful 
and decorative. Silverware is appre- 
ciated by grandparents and by newly- 
weds alike. A chest of flatware makes 











Practically everything in 
found in this window 
enhanced by the 


the 


way of table silverware may be 
The beauty of the silver itself is further 
richness of the setting 


It is elaborate, but it 


merely demonstrates what can be done in the way of window 
display when a decorator has a subject worthy of his efforts 
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Simplicity of arrangement is the keynote of this Community Silver display, and the various items are symmetrically ¢ 
in a manner calculated to catch the eyes of those passing by 


an ideal Christmas gift and a silver 
meat platter, a covered dish or a tray 
of high-grade plate will always be 
assured of a warm welcome in any 
home. Sandwich trays, tea, coffee 
and chocolate sets, vases; silver 
mounted casseroles and a host of 
other articles will always find a wel- 
come awaiting them. 


It frequently happens that a cus- , 


tomer is desirous of purchasing a 
chest of flatware for a Christmas 
gift, but states that he cannot afford 
to do so. When such a condition 
arises it might be well to suggest 
that the chest of silver be made the 
gift of the entire family, and that 
the cost be pro-rated among the vari- 
ous members. The suggestion can 
also be made that each member of 
the family give a part of the entire 
set. For instance the father may 
give a dozen knives, the mother a 
dozen forks and so on. This idea of 
tying up an entire family on a gift 
may also be applied to the giving 
of articles of hollow ware. Covered 
vegetable dishes of the same pattern 
and tea sets and coffee sets lend 


Westchester Dealers Meet 


W. H. Sterling, president of: the Gen- 
eral Hardware Co. and of the Metro- 
politan Hardware Co., both of New 
York City, addressed the members of 
the Westchester County Hardware 
Dealers’ Association at Fowler & Sell- 
ars Co., White Plains, N. Y., Nov. 17, 
on the subject of dealer owned jobbing 
houses. He stated that at the begin- 
ning of last year the General Hardware 
Co. decided that as soon as it received 


themselves particularly well to this 
style of giving. 

No single item of the hardware 
merchant’s stock lends itself more 
readily to attractive window displays 
than does silverware, and this state- 
ment may be easily proven by a 
glance at the two accompanying il- 
lustrations. 


Two Attractive Displays 


The first of these shows an artis- 
tically arranged window containing 
practically every article of silverware 
carried by the hardware store. 
Chests of flatware, trays and dishes 
are prominently featured in the 
front of the window, and behind 
these appear meat platters and cov- 
ered dishes in a variety of sizes. 
Upon shelves covered with white 
drapery repose tea and coffee sets, 
gravy boats, pitchers, vases and odd 
pieces of flatware. Two floor lamps, 
one at each end of the window, and 
a background of drapery add to the 
richness of the effect, while baskets 
of fruit surmounting high columns 
furnish a holiday touch to this ex- 


100 members it would start to do busi- 
ness. It received this number about 
ten months ago, Mr. Sterling said, 
which now has been increased to 257 
members. 

Mr. Sterling emphasized the impor- 
tance to the dealer of discounting his 
bills within ten days and stated that 
the General Hardware Co. was doing 
one-half as much business in one year’s 
time as some of the Western concerns 
are doing after ten years’ experience 
in the field. Mr. De Grouchey, man- 


ceedingly attractive display. A num- 
ber of framed cards link up the name 
of the manufacturers, Rogers Bros., 
with the display. 

The other window features Oneida 
Community flatware exclusively. A 
small chest of knives, forks and 
spoons is shown at the back of the 
display and this is flanked on one side 
by one of the company’s attractive 
posters, and on the other by a card 
which emphasizes the value of silver 
as a gift. In the foreground are 
shown a number of individual pieces 
such as berry spoons, butter knives, 
gravy ladles and cold meat forks, 
each reposing in an individual box. 

There is a saying that goods well 
displayed are half sold, and this is 
particularly true in the case of silver- 
ware. In fact silverware well dis- 
played may be said to be three 
quarters sold. Display it properly, 
advertise it the way it should be ad- 
vertised and the sales will take care 
of themselves. Silverware makes the 
ideal Christmas gift, and if properly 
handled will prove one of your most 
profitable lines for Yuletide. 


ager of the General Hardware Co., als 
addressed the Westchester dealers. 

The next meeting of the association 
will be held in January at the Geo. 
Ferguson Co., New Rochelle, N. Y. 


The United States Hardware & Mfg 
Co., Pawtucket, R. I., recently was 
granted a charter to deal in hardware 
The company has an authorized capital 
of 500 shares, no par value. The inco 
porators are John D. Sawyer, John R. 
White and Harry F. Burnham. 





Give the Boy a Chest of Tools for Christmas 











O the boy with a practical turn 
‘ of mind probably no Christ- 
mas gift could -be more ac- 
ceptable than a chest of tools. It is 
not difficult for even those among 
us who have journeyed far beyond 
that stage of life when Christmas 
morning brought with it the thrill 
and ecstasy of unconcealed expect- 
ancy, to remember something of the 
delight that passes through a boy’s 
whole being when his eye alights 
upon the cherished treasure of his 
desire, as it reposes beneath that 
glittering shower of glory, the 
Christmas tree, which towers above 
the family presents, spreading its 
boughs with a sort of welcome and 
benediction over all. 

Indeed, to the boy or youth whose 
mind respects the material and 
practical things of life more fully 
than it does the glamour of poetry 


and romance, or the intangible es- 
sences of its own imagination, the 
sight of a tool chest, on the greatest 
morning of the year, represents to 
him a veritable treasure chest filled 
with pleasures and delights, which 
he can touch and handle and use in 
a way which even the dullest of 
grown-ups can comprehend. He can 
experience to the fullest degree the 
gratification of pride and possession 
fulfilled. 

There are probably few boys who 
have not read or at least heard of 
Robinson Crusoe. For that reason 
we are inclined to wonder what ef- 
fect a display of tools and tool 


chests would have upon the boys of . 


a community where the hardware 
dealer used cards and _ pictures 
showing scenes of the daily life of 
the stranded Crusoe. He could call 
the attention of the youngsters to 


There Is No Better Gift 
for the Youngster 


Who Is Practically Inclined 
—Tying Up Tool Sales With 


the Story of the Ship- 


wrecked Robinson Crusoe 


the fact that Crusoe made a chair 
with an old-fashioned chest of ship’s 
tcols, and then inform them that 
they could make two chairs in less 
time with a modern tool chest of 
their own selection. A display of 
this character, with additional de- 
tails, would, in all probability, create 
unusual interest among the boys, and 
might also induce many a_house- 
holder and mechanic to make a pur- 
chase which otherwise they would 
not make until necessity forced them 
to act. 

Tool chests offer many opportuni- 
ties for clever and effective display, 
especially during the Christmas sea- 
son. The photograph of a tool chest 
display which was shown by the. 
Warner Hardware Co., Minneapolis, 
Minn., is a striking illustration of 
what can be done in this re- 
spect. 














No normal boy could look at this window of the Warner Hardware Co., Minneapolis, Minn., without urging his father to buy him 


a tool chest for Christmas 
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Spruce Up the Home for the — Guests 


Putting the House in order | 
-to receive. the 


i Holiday — Guests 


SIX Helpful Hints 


APOE, 3225" 
~~ Window snes 
— piscine 
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as Door Bells ~ 
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“NHRISTMAS is not only the 
+ greatest gift season of the 
year but it also witnesses a 
continual round of merrymaking. 
It is a great time for visiting. Peo- 
ple who do not call for fifty-one 
weeks of the year, stroll in during 
the holiday season to exchange 
greetings and to renew acquaint- 
ances. They promise to come often 
to see you during the coming year, 
but for the most part they are not 
moved to action until the following 
December. 
This is not a cynical view, but is 
_merely an impersonal and_ brief 
record of what seems to be an an- 
nual custom. People one has almost 
forgotten come in at this time of the 
year unexpectedly, and they fre- 
quently bring friends. 


Eliminating the Nuisances 


If they are really friends no ex- 
planation or apology need be made 
for loose wall paper, missing elec- 
tric bulbs, a door bell that will not 
ring, or perhaps a broken window 
shade. It must be admitted, how- 
ever, that if these very common lit- 
tle nuisances of the average home 
were eliminated it would be much 
better for all concerned, and the 
host and hostess would be more at 
their ease when they received the 
casual caller and his friends. Regu- 
lar callers, as well as Christmas and 
New Year’s parties, would be more 
appreciated if the house’ were 
spruced up for the holiday. 

It would seem safe to say that al- 
most any house needs one or two 
new window shades, and perhaps a 
couple of extra shade rollers. Elec- 
tric light bulbs are always in de- 


Every Home Is in Need of 
Minor Repairs 

and the Hardware Dealer 
Can Profit by 

ggesting Them to His 


Customers 


Su 


mand, and if gas is used new man- 
tles are always needed. Out of a 
possible ten houses in a row there 
are usually two door bells out of 
commission, either because of a worn 
out bell, broken button or dead bat- 
tery. 


Repairing the Breaks 


Small windows in the cellars of 
many of the houses are broken or 
missing. And how many houses, 
unless very new, have a complete 
outfit of builders’ hardware in good 
condition? In every house there is 
a door with a missing, broken or 
loose knob, a lost key or a broken 
lock. And perhaps the hinges have 
worked off, have become loose, 
broken or will not work. Many a 
home has a spot or two where the 
wall paper has worked away from 
the wall. This makes the entire 
room look untidy and gives the home 
an unkempt appearance. 

With the aid of some paperhang- 
er’s paste and a brush much could 
be done by way of improvement. 
Perhaps a strip of wall paper has 
been scraped off or become loose and 
has then been torn away. The 
chances are the house owner has 
part of a used roll left by the pa- 
perhanger, and could easily make a 
slight repair job with the proper 
kind of paste and brushes. 

Kitchens and bathrooms show the 
need of paint more frequently than 
the other rooms of the house. Spe- 
cial paint and brushes are required 
for this work, and the good hard- 
ware dealer has the needed materials 
and knows how they should be used. 

Furniture which is not often used 
and is usually pressed into emer 
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Beautify 
the Home 
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Christmas! 


with 
Floor 
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Dries Quickly 3 
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Last Long. 


gency service during the holidays, 
would look much more attractive 
after a careful coating of shellac, 
and loose joints in tables or chairs 
can be remedied with a little fish 
glue. Picture wire may also need 
renewing. 

All ‘these little details are in 
themselves of minor importance. 
Collectively they create a general air 
of untidiness. The remedy, how- 
ever, can be found right in your 
store. You are the man to inspire 
your customers to spruce up their 
homes for the Christmas season. 
You will have to be diplomatic so 
as not to offend them, but it can be 
done, and it means money to you 
from every man you convince. It 
shouldn’t be hard to make a man 
agree with you—that a few of 
these small improvements would 
make his home much pleasanter to 
live in and more agreeable for pur- 
poses of entertaining. 

Show Cards 

Perhaps during fhe 
rush you may feel that you cannot 
devote much time, space or energy 
to these repair points outlined. It 
would be very impractical, perhaps, 
to devote a window or a display ta- 
ble to this class of business—but it 
would be worth while to have a neat 
show card which will attract atten- 
tion, and emphasize the need of 
“sprucing up” to your customers. 

There are many other little things 
that you will be able to think of and 
suggest to your customers. Some- 
body is going to get this business 
some day, and it might as well be 
you NOW! Go to it, there’s a 
profit in it well worth getting. 


Christmas 





Hardware Profits in Fountain Pens 


Good Profits to Be Had From This Rapidly-Moving 
Line—Small Displays Serve to Sell 
These All-Year-Round Items 


a4 JUST bought a fountain pen 
| in a hardware store.” <A 
friend of .mine made that re- 

mark a few days ago, and fully ex- 
pected me to fall off my chair with 
surprise. He was so confident that 
he had made a new discovery that I 


By Luew S. SOuLE 


real merchandising establishment. 
The proprietor is a merchant who 
realizes that hardware comprises 
anything that can be sold in a hard- 
ware store efficiently, and at a profit. 
And that leads up to my story. 
Not long ago I dropped into the 


its identity as a hardware store. He 
was telling me this, when I spied a 
neat, attractive case in which was 
displayed a very comprehensive as- 
sortment of fountain pens. “I sup- 
pose that is one of the special lines 
you refer to?” I said. “It is,” he 








Fount iv Pity 4 


Come In‘ 
Mie tee Hye 








The King Hardware Co., Atlanta, Ga., 


hardly had the heart to disillusion 
him. 

Fountain pens in hardware stores! 
Certainly. Why not? I could have 
told him of hardware merchants in 
every state in the Union who are 
selling fountain pens at a profit. I 
might even have cited examples of 
successful pen sales by hardware 
men in the smallest of small towns. 

There is nothing surprising about 
it. The average hardware store is a 


department, It pays them real money. 
store of Fowler & Sellars, White 
Plains, N. Y. It is a hardware store 
of the better class, with progressive- 
ness evident at every turn. One of 
the first men I met was Mr. E. Pope, 
who is in charge of the housefur- 
nishings department and who looks 
after the introduction of special 
lines in the store. Pope is the type 
of man who believes that a hardware 
store can cater to women and chil- 
dren as well as men, and still retain 
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carries an exceptionally large and varied assortment of fountain pens in the sporting yoods 


replied, “and it is one of the most 
profitable lines on the list. We placed 
a substantial initial order several 
years ago, and we have had to re- 
order in good quantities on a basis 
of five or six times a year. We have 
just ordered for our holiday trade, 
and have also purchased a large dis- 
lay case.” 

An interview with a Western 
hardware merchant backed up the 
information obtained from Fowler 





December 1, 1921 


Fowler & Sellars, White Plains, N. Y., 

display fowntain pens in a single case 

and turn over the stock several times 
each year 


& Sellars.. “Fountain pens,” he said, 
“carry a better profit than most lines 
we stock. The average pen sale is 


about $4.00, and that is a pretty 


decent average. It compares favor- 
ably with any line in stock. ‘The 
average gross profit is around 100 
per cent. That is the average cost 
of a fountain pen which sells for 
$4.00 is only about $2.00. That is 
certainly fair enough, isn’t it?” I 
agreed with him. There was no room 
for argument, but I wanted details. 

“How about the turn-over?” I 
queried. “Good,” he replied. “In 
fact it is a little better than the aver- 
age. Everybody uses or can use a 
fountain pen to advantage. Every 
man, woman or child who comes into 
the store is a real, live pen prospect. 
One sale usually leads to several 
more. When Dad buys a pen he 
proudly shows it to the family. Im- 
mediately mother, brother and sister 
each want one. On most other hard- 
ware lines one sale in a family is the 
limit. With fountain pens, the first 
sale is just a feeder for more sales. 
We don’t need a prospect list for pen 
customers. Everybody is a pros- 
pect.” 

Easy to Introduce and Sell 

“A fountain pen is one of the 
easiest articles to introduce that I 
ever tried to sell,” he continued. 
“When the salesman is waiting on 
a customer, it is almost no trouble 


HARDWARE ‘AGE 


to pull out a fountain pen and set 
down his purchases with it. That 
act alone excites interest. Then the 
salesman can make some casual re- 
mark about the practical value of the 
modern pen, its ease of operation, 
handy features, etc., and ask the cus- 
tomer if he owns one. If not, he 
passes the pen over and says: “Try 
this, I want you to see how smoothly 
it writes.” With the pen once in the 
customer’s hands the rest is easy. 
The hardwareman who can’t sell 
fountain pens is a poor specimen ot 
salesman. 

“What do you consider a fair ini- 
tial stock of fountain pens for the 
average dealer?” we asked “Well,” 
he replied, “that depends somewhat 
on the district the dealer is in. A 
college town, for example, will buy 
more pens than one where there are 
no large schools. However, I should 
say the average stock in a medium 
sized town should comprise from 
six to ten dozen pens. A fairly rep- 
resentative hardware store should 
make an initial investment of $150 
in order to get the best results.” 

“How about dead stock?” we que- 
ried. He smiled. “As the farmer 
said about the giraffe: ‘There ain’t 
no such animal.’ We find very few 
fountain pens that are unsalable in 
our community, and when we do find 
any, the manufacturer willingly ex- 
changes them for other types. I un- 
derstand all the leading pen manu- 
facturers do the same thing for 
their dealers. That makes it a sim- 
ple matter to line up a quick-moving 
stock. The display problem is a sim- 
ple one. A small floor or counter 
case takes ample care of the line, 
provided it is properly placed. We 
keep ours near the cutlery case. 
That’s one beauty of the line,” he 
added, “It doesn’t require much 
room. ‘ 

We tried once more. “Would you 
class fountain pens as_ seasonable 
merchandise?” “Well, no, I would 
not,” he answered. “To be sure, we 
sell more pens around Christmas 
than we do in mid-summer, and we 
also sell a great many when school 
opens in the fall, or about gradua- 
tion time. However, we figure on a 
steady sale. I should class the line 
as an all-year-round one, with a few 
high spots.” 


Other Hardware Merchants Who Sell 
Fountain Pens 


That conversation gave me an idea, 
and I began a little investigation to 
find out how many hardware 
merchants are carrying fountain 
pens. The results were surprising. 
I found them in every State in the 
Union; in the small as well as the 
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large towns, and all of them boost- 
ers for the idea. In the larger cities 
and towns I find such firms as the 
Kelley Hardware Co., Duluth; Hay- 
market Hardware Co., Boston; Tre- 
man, King & Co., Ithaca, N. Y.; 
Nelson Hardware Co., Baltimore; 
Phillip Gross Hardware Co., Mil- 
waukee; Wilkins, Leonard Hardware 
Co., Youngstown, Ohio; Balfour 
Hardware Co., Savannah, Ga., and 
the Newton- Woodward Hardware 
Co., Richmond, Va. 

The merchants in smaller towns 
were even more numerous and re- 
ported good sales and profits. Among 
the smaller town dealers were: Har- 
ris Hardware Co., Washington, N. 
C.; Weingart Hardware Co., Dun- 
kirk, N. Y.; George Bright Hard- 
ware Co., Pottsville, Pa.; J. J. Jan- 
zen & Co., Henderson, Neb.; Nelson 
Hardware Co., Brooten, Minn.; Litts 
Hardware Co., Litts, Ind.; Meyer 
Hardware and Implement Co., Louis- 
burg, Kan.; Sinclair Hardware Co., 
Medford, Mass.; Lancey Hardware 
Co., Pittsfield, Me.; Gardner Hard- 
ware Co., Gardner, Mass., and J. 
C. Platt, Dickens, Iowa. 

Just for good measure I might 
add: Levy Hardware Co., Boston; 
Hardware Products Co., Sterling, 
Ill.; Central Hardware Co., Fitch- 
burg, Mass.; J. W. Harding Co., 
Lynn, Mass.; George T. Gadd Hard- 
ware Co., Cedar Rapids, lowa, and 
Mohr-Jones Hardware Co., Racine, 
Wis. 

Fountain pens are being sold in 
hardware stores. They are paying a 
real profit. They do fit in with the 
general stock. My friend hasn’t dis- 
covered anything new.. He has 
merely found out something most of 
us have known for a long time. 

















Here’s an attractive pen display from the 


Thomas Hardware é& Cutlery Co., Chicago 
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Coming Hardware Conventions 


WESTERN RETAIL IMPLEMENT VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theater. H. J. 
Hodge, secretary, Abilene, Kan. 

PaAcIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Col., Jan. 24, 25, 26, 1922. W. 
M. McAllister, secretary,- Boulder, Col. 

OREGON RETAIL HARDWARE AND Im- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 25, 26, 27, 1922. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, Jan. 
24, 25, 26, 27, 1922. G. F. Sheely, sec- 
retary, Argos. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 
24, 25, 26, 27, 1922. J. M. Stone, sec- 
retary, Sturgis. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Jan. 31, 
Feb. 1, 2, 3, 1922. George H. Dietz, 
secretary, 414-417 Little Building, Lin- 
coln. 

NoRTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND E¥XHIBI- 
TION, Minot, Feb. 8, 9, 10, 1922. Charles 
N. Barnes, secretary, Grand Forks. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 21, 22, 23, 24, 1922. Ex- 
hibition at the Coliseum. A. R. Sale, 
secretary, Mason City. 

MICHIGAN RETAIL HARDWARE Asso- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 


Store Opening in Uniontown, Pa. 


Uniontown, Pa., celebrated when 
Cohen’s new store was opened recent- 
ly. The business is not new, having 
been in the town for the past twenty- 
seven years, but a large, thoroughly 
up-to-date building has been erected 
where all housefurnishing lines will be 
carried. The largest department in the 
store is devoted to hardware, where it 
is attempted to keep full and varied 
stocks. 

On the opening day no business was 
allowed. The affair was to be strictly 
one of pleasure. Everyone was invited 
to come and get a souvenir of a plate 


Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, City Auditorium, Okla- 
homa City, Feb. 7, 8, 9, 10, 1922. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 

WISCONSIN RETAIL HARDWARE ASsso- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION. AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Fulton 
3uilding, Pittsburgh. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922. 
LeRoy Smith, secretary, 1112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

MISSOURI RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, St. 
Louis, Planters Hotel, Feb. 21, 22, 23, 
1922. KF. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Roanoke, Feb. 15, 
16, 17, 1922. Thomas’B. Howell, secre- 
tary, Richmond. 

NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 


or broom holder; the only condition 
being that they leave the name and 
address on a card. Six thousand sou- 
venirs were distributed and it was 
was found that a mailing list of 4500 
names had been obtained. 


Retail Convention Headquarters 


It is understood that the executive 
board of the National Retail Hardware 
Association has practically decided on 
the Congress Hotel, Chicago, for head- 
quarters for the next annual conven- 
tion. The dates have not been definite- 
ly determined, but will probably be the 
second or third week in June. 
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Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 

SOUTHERN HARDWARE JOBBERS’. Asso- 
CIATION CONVENTION, New Orleans, La., 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. John Donnan, sec- 
retary-treasurer, Richmond, Va. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, New Orleans, La., 
April 19, 20, 21, 1922. F. D. Mitchell, 
secretary-treasurer, 4106 Woolworth 
Building, New York City. 

CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary, Charlotte, N. C. 

TEXAS RETAIL HARDWARE AsSSOCIA- 
TION CONVENTION, Dallas, Jan. 24, 25, 
26, 1922. Headquarters, Adolphus Ho- 
tel. A. M. Cox, secretary, 1808 Main 
Street, Dallas. 

IpAHO RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Boise, week of Jan. 31, 1922. 
dates to be announced later. E. E. Lu- 
cas, secretary, Hutton Building, Spo- 
kane, Wash. 

SoutH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mitchell, Feb. 21, 22, 23, 24, 1922. 
H. O. Roberts, secretary, 1030 Metro- 
politan Life Building, Minneapolis, 
Minn. _ 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION; com- 
posed of Alabama, Florida, Georgia and 
Tennessee, Convention and Exhibition, 
Chattanooga, Tenn., May 9, 10, 11, 12, 
1922. Walter Harlan, secretary, 460 
St. James Building, Jacksonville, Fla. 

NATIONAL RETAIL HARDWARE AsSSO- 
CIATION CONVENTION, Chicago, week of 
June 19, 1922. Hotel headquarters 
have not yet been decided upon. Her- 
bert P. Sheets, secretary-treasurer, 
Argos, Ind. 


Alfred A. Baldwin Deceased 


Alfred A. Baldwin, one of the found- 
ers and for many years the president 
of Rogers & Baldwin Hardware Co., 
Springfield, Mo., jobbers, died recently. 
Mr. Baldwin spent sixty-four active 
years in the hardware business and 
previous to becoming a jobber in the 
United States conducted a retail store 
in Canada, 


William Gormley of Bullard & Gorm- 
ley, Chicago hardware dealers, who 
was seriously hurt in an automobile 
collision several weeks ago is again 
able to be at his desk. 
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EDITORIAL COMMENT 


Bars To Business PrRoGREss 


HERE is too much apathy in business 
to-day; too much meek acceptance of 
so-called conditions; too much waiting 
for business to right itself. 


Nobody 
seems to think that business is of human origin 
and must increase or decrease in proportion to 
the human element injected into it. 
will never right itself. 


Business 
It must be righted by 
business men. 

The events of the past year seem to have de- 
veloped a brand of business fatalists; men who 
pin their faith to the theory that “what is to 
come will come” regardless of anything they can 
do, individually or collectively. Both apathy and 
fatalism are bars to business progress. 

As a matter of fact, business in this country 
is fundamentally better now than at any time 
since the war. Most false structures erected 
during the boom days of the war have been torn 
Paper profits have been charged off. 
High-priced stocks have been cut down. Money 
Efficiency has taken the place of 


down. 


is easier. 
waste. 
The Business Bourse in its Barometer Dial 
says: “A careful survey of the whole country 
does not show that production is in excess of 
consumption in numerous lines. In fact, con- 
sumption appears to be considerably in excess 
of production in many lines. Strikes, shut- 
downs and curtailed production and low stocks 
on dealers’ shelves have all combined to make an 
oversold condition readily possible in lines where 
demand can spring up suddenly. We do not urge 
any undue expansion, but it is important that 
those who will need materials or commodities 
for next spring deliveries examine carefully their 
particular lines in order to be able to decide 
whether the market will be in an easy or over- 


sold condition at that time. We predict an 
oversold condition in some lines of goods next 
spring.” 

Under the heading, “What to Expect in the 
Retail Trade,” the same authority says: “Prob- 
ably steady and gradually increasing volume of 
sales; better in the spring.” 

Despite all this, we still have business men 
who seem unwilling to forget the past and start 
work on the future; who put forth no special 
efforts to sell, because they take it for granted 
that somehow, somewhere it has been pre- 
ordained that sales will be few. If some business 
men of to-day were to develop a cough, they 
would lie down and die of imaginary tuber- 
culosis. . 

There are hundreds of present-day merchants 
who note a few of the remaining symptoms of 
retarded selling and jump at the conclusion that 
their only salvation is to sit down and wait 
patiently for business to either die or recover. 
They don’t even attempt to apply the simple rem- 
edies suggested by common sense. 

The worst feature of it all is that the fatalist 
is a hard man to convert. Also his fatalism is 
contagious. It is transmitted to those who buy 
from him or sell to him, and thus it becomes a 
boomerang that makes his theories seem true. 
His business does sicken and will eventually die 
unless drastic measures are taken to cure it. 

There is plenty of profitable business in sight 
for the man who has faith in his country, his 
fellows and himself, and who backs up that faith 
with intelligent effort. 

To the fatalist and his apathetic companion, 
business will continue to be poor, because they 


make it so. 
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New England Dealers 
Hold Group Meetings 


Monday evening, Oct. 10, witnessed 
the first of the 1921 group meetings 
held by the New England Hardware 
Dealers’ Association. President Arthur 
C. Lamson presided over the opening 
banquet of fifty retail hardware deal- 
ers which was held at Springfield, Mass. 
He explained the details of the 700 
mile trip to be taken in connection 
with the various group meetings of the 
organization. The speakers for the eve- 
ning were President Swan of the West- 
ern Hardware Federation; Fred E. Car- 
lisle, chairman of the Springfield com- 
mittee; George E. Gray of Coshocton, 
Ohio, a member of the National Board 
of Governors; Seymour N. Sears, vice- 
president of Tucker Tool & Machine 
Co., New York City, also one of the 
founders of the New York Hardware 
Boosters, and George A. Fiel, secre- 
tary of the association. Hiram W. 
Colton, chairman of the membership 
committee, also spoke and told the deal- 
ers about the 1920 group meetings un- 
der his administration and offered his 
assistance to the new president. 

The talks were on various subjects 
of pertinent interest to retail dealers. 
Insurance plans, co-operation with 
traveling salesmen and the work of 
the local, district and national associa- 
tions were among the subjects dis- 
cussed. 

The following morning the traveling 
party motored to Rutland, Vt., where 
forty members assembled at the Rut- 
land Tavern. At this banquet Edward 
G. Swift, representative for several im- 
plement concerns, and president of the 
Implement Traveling Salesmen’s Asso- 
ciation, was added to the list of speak- 
ers. Vice-president W. W. True and 
Mrs. True also joined the party at 
Rutland, where Mr. True spoke on local 
conditions. W. O. Landon was the local 
chairman at this meeting. 

The next stop was St. Johnsbury, Vt., 
with headquarters at the St. Johns- 
bury Hotel. The party was met by 
local chairman Charles A. Peck, who 
conducted an interesting trip through 
a maple sugar manufacturing plant. 
The following morning the party in- 
spected the stores in St. Johnsbury and 
journeyed on to Franconia Notch. The 
mountains were covered with three 
inches of snow which was so alluring 
that everyone got frivolous and a snow- 
ball fight was soon in progress with 
the Old Man of the Mountain as chief 
spectator. 

The party had lunch at the Forest 
Hills Inn and pushed on along the 
shores of Lake Winnepesaukee as far 
as Laconia. Here they were greeted by 
Chairman Quimby, who had assembled 
dealers from the surrounding towns. 
The next morning President Lamson 
and Secretary George Gray stole away 
from the party in a taxi, going to 
Tilton, N. H., to assist members in store 
planning and insurance. The others 
visited Laconia hardware stores. The 
evening session was held in Portland, 
Me., at the Hotel Lafayette, 
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This conference was in charge of 
former President Charles 0. Eaton, A. 
Donald Weston and H. P. King. Presi- 
dent Marble of the Maine Federation 
was added to the list of speakers. The 
meeting was the wind up of the year’s 
group meetings and did not break up 
until after midnight. 


Waukegan, IIl., Dealers Meet 


With National President E. M. Hea- 
ley and Mrs. Healey as guests of honor, 
and an attendance of upward of 126, 
the group meeting held at Waukegan, 
Ill., Nov. 3, is, probably one of the 
most notable group gatherings since 
the idea was first put into practice. 
An interesting feature of the meeting 
was the large number of women pres- 
ent, many dealers bringing their wives. 

President Healey spoke informally. 
His address was of an optimistic tone. 
He said he was sure that business was 
better than it had been and that it 
was sure to continue to improve. He 
urged the hardware men to be leaders 
in every community enterprise, and said 
that the hardware man ought to have 
the reputation of being the man who 
did things to make his community a 
better and bigger place in which to 
live. He urged a strict following of the 
market in marking goods. 

Capt. John W. Gorby, research di- 
rector of the Cyclone Fence Co., was 
the chief speaker of the evening. He 
said in part: 

“The three biggest things in selling 
today are salesmanship, advertising 
and turnover. These are the things 
you must watch in the new day. Turn- 
over is of the greatest importance. 
Profits are made through turnover. Do 
all you can to increase it.” 

Interesting charts and well chosen 
anecdotes made the address very pleas- 
ing. 

“There are three things an ideal ad- 
vertisement must possess,” said H. C. 
Teller, Western editor of HARDWARE 
AGE, who spoke briefly. “It must be 
seen, it must be read and it must be be- 
lieved. To be seen it must be well 
placed and have plenty of white space. 
To be read it must be timely and about 
the things which the reader is inter- 
ested in. And it must be written in 
plain, direct and understandable lan- 
guage.” 

Field Secretary Aubrey conducted 
the question box in a very interesting 
and excellent manner, after outlining 
some of the services which the asso- 
ciation gives its members. 

Frank Burke of Burke & Wright was 
host and introduced some of the speak- 
ers. An orchestra of Burke & Wright 
employees played a fine program and 
there were songs both by the store 
force and by all of those assembled. 

Representatives of the Commercial 
Club and the Rotary Club extended a 
welcome and said that while they ex- 
pected to find a hardware crowd a hard 
lot they were pleased to find, instead, 
that they were simply as sharp as the 
tools they sell. 
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Llew S. Soule Addresses 
Salesmen of Masback Co, 


“Nearly fifty per cent of the men be- 
hind the retail hardware counters to- 
day were not there before the war,” 
Llew S. Soule, editor of HARDWARE 
AGE, stated in an address to the sales- 
men of the Masback Hardware Co., 
Inc., 80 Warren Street, New York City, 
on Nov. 19. “It is therefore more 
necessary than ever,” the speaker de- 
clared, “for experienced salesmen to 
do everything possible to help the man 
behind the counter increase his knowl- 
edge of hardware products and of the 
hardware business generally. 

“The retail merchant,” Mr. Soule 
said, “is the neck of the bottle through 
which the distribution of merchandise 
must pass to reach the public. Sales- 
men can do a great deal to help bring 
about constructive improvement in the 
present business situation by knowin 
their lines thoroughly, and by passing 
that knowledge on to the retail sales- 
man, so that his efficiency in the pres- 
ent scheme of distribution may be in- 
creased for the good of all.” 

In the course of his remarks, Mr. 
Soule told a number of business ex- 
periences he has had during his life, 
and emphasized the importance of co- 
operation and of its practical applica- 
tion to business. He congratulated the 
Masback Hardware Co. on its manifest 
spirit of good will and co-operation in 
all of its different departments, and 
laid stress on the value to the organiza- 
tion of having individual initiative de- 
veloped to its fullest extent. 

Jobbers salesmen, Mr. Soule said, do 
not, in his opinion, pay enough atten- 
tion to their easy customers. “Men 
who are easy for you to sell,” he told 
the salesmen, “may be just as easy for 
some other fellow who may pay more 
attention to them than you are in the 
habit of doing.” 

Mr. Soule laid particular emphasis 
upon the importance of the jobber’s 
salesman knowing his lines and upon 
his being able to pass along his knowl- 
edge to the retail salesmen. 

“Put yourself in the retailer’s place,” 
he advised, “when selling a bill of 
goods. Consider his chances for turn- 
ing over the lines that you are selling 
him, and of the suitability of your par- 
ticular lines in his locality. Ask your- 
self if the lines that you are selling 
him will be profitable for him to carry, 
and then govern your sales according- 
ly. In that way, and only in that way, 
can you serve your customer, your 
house and yourself for the common 
good of all.” 

Following Mr. Soule’s address the 
regular routine business of the sales- 
men’s meeting was taken up and house 
matters discussed. The sales force of 
the Masback Hardware Co. holds reg- 
ular meetings the first and third Sat- 
urdays of each month. 


The Southwick Hardware Co., a new 
concern, is situated at Lewis Street and 
Lafayette Park, Lynn, Mass, 





Internal Revenue Revision Measure Now Law 


Congress Adjourns for Short Recess —Delay in 
Work on Tariff Bill Causes Criticism—Trade 


WASHINGTON, Nov. 28, 1921. 

FTER months of strenuous labor 

and the burning of countless kilo- 

wats of midnight electricity, the 
Fordney-Penrose Internal Revenue Re- 
vision Bill was finally adopted by both 
houses during the past week, and 
promptly received the signature of the 
President. Having completed its monu- 
mental task, Congress, like the nomadic 
Arab, has folded its tent and silently 
stolen away, not to return to Washing- 
ton until the convening day of the regu- 
lar session, Monday, Dec. 5. 

While Senator Boise Penrose, chair- 
man of the Finance Commitee, during 
the final debate on the Revision Bill, 
apologized for it as a “temporary make- 
shift,” and Senator Simmons, the 
minority leader, denounced it as noth- 
ing less than an attempt to humbug the 
people, nevertheless, the average busi- 
hess man will find much to please him 
in the measure as it finally goes on the 
statute books. It is far from perfect 
but it is lots better than nothing. 


Good Bye, Excess Profits Tax 


Everybody will rejoice over the re- 
peal of the excess profits tax, and, 
although this repeal has, been brought 
about at the cost of an increase in cor- 
porate income taxes from 10 per cent 
to 12% per cent, the exchange will be 
generally accepted with satisfaction. 
Corporate incomes for the calendar 
year 1921 will be subject to the excess 
Profits tax heretofore in force, but will 
not be liable to the 2% per cent increase 
In corporate income tax. 

It is needless to say that the entire 
business world will hail with joy the 
repeal of all the transportation taxes 


Reports Show Conflict 


By W. L. CROUNSE 


on Jan. 1, next. Taken in connection 
with numerous cuts in freight rates 
which have already been made by the 
railroads and many others now in con- 
templation, the average business man 
will look forward with considerable 
equanimity to the coming year’s freight 
bills and commercial] travelers’ expense 
accounts. 

It is to be regretted that the populis- 
tic element in the Senate and House 
was able to force into the Revision Bill 
a surtax schedule with a maximum rate 
of 50 per cent in lieu of the 32 per cent 
rate adopted by the House, and the 40 
per cent compromise rate suggested by 
President Harding. The average mer- 
chant, however, does not have to worry 
over an income big enough to render 
him liable to a surtax in excess of 32 
per cent. The big fellows whose earn- 
ings are hard hit by the surtax pro- 
vision as finally adopted will no doubt 
accept the situation with their usual 
philosophy. 


Makes Mess of Excise Taxes 


Congress made a hodgepodge of the 
excise tax schedule, but very substanti- 
ally curtailed its provisions, retaining 
the rates of 3 per cent on automobile 
trucks, and of 5 per cent on other auto- 
mobiles and motorcycles. Both houses 
finally struck out the taxes on pianos, 
organs, talking machines and other mu- 
sical instruments; and on_ sporting 
goods of all descriptions except fire- 
arms, shells and cartridges and hunting 
and bowie knives on which the existing 
10 per cent rate was retained. The 
prohibitory tax of 100 per cent on “dirk 
knives, daggers, sword canes, stilettos, 
brass or metallic knuckles” remains 
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A hard fight was made to reduce or 
eliminate the tax on cameras weighing 
not more than 100 pounds, and lenses 
for such cameras, but the existing 10 
per cent rate was retained together with 
a rate of 5 per cent on photographic 
films and plates other than moving pic- 
ture films. 

Automatic slot-device vending ma- 
chines will continue to pay 5 per cent, 
while weighing machines wll pay 10 per 
cent. 

Liveries and livery boots and hats, 
and hunting and shooting garments, 
and riding habits are continued at the 
10 per cent rate of the present law. 

The jewelry manufacturers failed to 
win their fight for the repeal of the 5 
per cent tax on their wares which is 
continued in the new law. 


Manufacturers to Pay Luxury Taxes 

Certain so-called luxury taxes to be 
collected by the retailer -from the ulti- 
mate consumer are repealed, but, with 
slightly modified rates, are imposed up- 
on the manufacturers of these goods in 
accordance with the schedule, which is 
as follows: 

“(1) Carpets and including 
fiber, on amounts in of $4.50 
per square yard in the case of carpets 
and $6 per square yard in the case of 


rugs, 
excess 


rugs; 

“(2) Trunks on the amount 1 
of $35 each; 

“(3) Valises, 
cases, hat boxes used by 
fitted toilet 
excess of $25 each; 

“(4) Purses, pocketbooks, shopping 
and hand bars, o amount in ex- 


cess of $5 each; 


excess 


traveling bags, suit 
travelers, and 
amount in 


cases, on Uli 


the 
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“(5) Portable lighting fixtures, in- 
cluding lamps of all kinds and lamp 
shades, on the amount in excess of $10 
each; 

“(6) Fans, on the amount in excess 
of $1 each.” 


No Action on Tariff 


In adjourning without taking any 
further action looking to tariff revision, 
Congress made good the prediction I 
ventured in this correspondence several 
weeks ago. The chief reason for the 
delay is the inability of the experts of 
the Finance Committee to solve the 
problem that has developed as the re- 
sult of the decision to substitute Ameri- 
can valuation as the basis for the 
assessment of duties under the new law. 

It is freely asserted by certain of 
these experts that while the American 
valuation plan is theoretically sound, 
its practical operation promises to 
prove exceedingly vexatious. This view 
is warmly combatted by the advocates 
of the plan. 

Rumors are current that the new 
scheme of assessing duties will ulti- 
mately be scrapped, and that the pres- 
ent law, which bases invoice valuation 
on foreign market value in the country 
of origin in usual wholesale quantities 
on date of shipment, will be restored. 
I take no stock in these rumors, but, 
obviously, the situation from an expert 
standpoint is seriously complicated. 

There can be no question that the 
majority leaders of both houses find 
themselves greatly embarrassed by the 
slow progress of the tariff revision. 
There may be good technical reasons 
sufficient to influence the Ways and 
Means and Finance Committees to slow 
down the campaign for a new tariff law, 
but the general public does not under- 
stand these reasons and can see nothing 
in the situation except a wasted year, 
a scrap pile of broken pledges, and the 
Underwood-Simmons Tariff Act still on 
the statute books, except for the very 
limited modifications brought about by 
the enactment of the farmers’ emer- 
gency tariff law. 


Some Pointed Criticism 


During the past week both houses of 
Congress have been flooded with copies 
of a high-protection organ which, un- 
der the unusual title, “Committing 
Suicide,” lets off this wail over the fail- 
ure of Fordney, Penrose, et al., to re- 
deem pledges made to the voters a year 
ago: 

“Republicans and Democrats alike 
have looked to Congress to remedy the 
conditions thrust upon us by the exigen- 
cies of war. 

“Even free-trade papers have looked 
forward hopefully toward tariff revi- 
sion as a long stride toward economic 
rehabilitation, and they have not hesi- 
tated to point out wherein Congress has 
been remiss. One of these papers is 
the New York World In referring to 
the result of the election in New York 
City, the World in its issue for Nov. 9, 
said: 

“With nearly 400,000 unemployed, 
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it voted against the Republicans be- 
cause they promised prosperity a year 
ago and have left the country in an al- 
most complete state of economic de- 
pression.’ 


Underwood Tariff Still in Force 


“We are still living under the free- 
trade Underwood tariff which the people 
rejected at the pol!s a year ago. 

“It is true that the agricultural in- 
terests have received the benefit of the 
emergency tariff act, and it is true that 
the farmers of the country have been 
saved from disastrous foreign competi- 
tion in a large number of their prod- 
ucts, but that was not all that was re- 
quired. Not only did the farmers need 
protection, but their patrons, the con- 
suming public, needed protection. 

“Idle workmen do not make good cus- 
tomers. It is just as necessary for the 
benefit of the farmers that their cus- 
tomers be protected as that they them- 
selves shall be protected. A large pro- 
portion of the people of the country are 
employed in manufacturing plants. 


Many Workers Idle 


“Unfortunately those plants are now 
running on- part time,-or are entirely 
idle. It follows that the workmen are 
also idle. With the plants shut down, 
the proprietors are losing money and 
they, too, are poor customers at the 
present time. 

“The largest part of this business 
depression would have been prevented 
if Congress had adopted the suggestion 
made by The American Protective 
Tariff League, in its recommendation 
that the Payne-Aldrich Tariff be re- 
enacted as an emergency measure. That 
would have given the agricultural in- 
terests almost identically the same pro- 
tection vouchsafed by the emergency 
tariff that was passed, and it would 
have given protection to the other pro- 
ducing industries of the country as well. 
That would have been of double benefit 
to the farmers. It would have been 
the salvation of our now prostrated 
manufacturing and mining industries.” 


More Men on’Payrolls 


Notwithstanding the pessimistic 
views which the Chinese-wall protec- 
tionists are taking of the failure of 
Congress to get on more rapidly with 
the tariff revision, reports reaching the 
Department of Labor from the big in- 
dustrial centers are distinctly encourag- 
ing. A definite increase in the number 
of persons on the payrolls in the United 
States is shown in the reports for Oc- 
tober just made public by Secretary 
Davis. He says: 

“In October there were 403,682 more 
American wage earners on the payroll 
than there were last July in the manu- 
facturing and mechanical industries 
alone. This does not include mining, 


transportation, railroad and highway 
construction where increases are also 
shown. 

“Some industries report remarkable 
jumps upward in volume of employ- 
ment. 


In steel, for instance, the July 
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index of employment was 65. In Oc. 
tober it was 75, which represents an 
increase of 52,654 persons in the stee] 
industry. 

“Only one industry shows a continu- 
ing decline. In automobiles the July 
index was 92; in October it was 82. This 
means that 31,092 fewer persons were 
making automobiles than in July.” 


Decrease in Postal Savings 


Less encouraging, perhaps, are the 
figures given out by the Post Office De- 
partment showing a decrease of $1,- 
750,000 in the total deposits in the 
United States Postal Savings Bank on 
Nov. 1 as compared with Oct. 1. The 
loss, however, is but little more than 1 
per cent as the total deposits still ag- 
gregate $149,400,000. 

Unemployment and_ reduction in 
wages are reported by the postmasters 
to be the direct cause of decreases in 
deposits, but the approach of the holi- 
day season is also believed to have some 
effect in inducing withdrawals and: the 
spending of money which otherwise 
would be saved. 

Nearly one-fourth the total postal 
savings are deposited in New York 
City, Brooklyn standing second. The 
aggregate deposits of the two cities 
amount to $61,724,673. 

Chicago, which stands third in the 
list, shows a total of but $6,684,166, or 
but little more than 10 per cent of the 
combined totals of New York and 
Brooklyn. Fifteen cities, including 
Boston, . Pittsburgh, Seattle, Phila- 
delphia, Tacoma, Newark, N. J., Port- 
land, Ore.; Kansas City, Mo.; Milwau- 
kee, St. Louis, and San Francisco, re- 
port more than one million dollars each. 
One hundred cities report $133,000 or 
more on deposit. 


Postal Receipts Slightly Decline 


In line with the figures covering sav- 
ings deposits are statistics just made 
public by the Post Office Department 
showing receipts at the principal Post 
Offices for the month of October, 1921, 
as compared with the same ‘period a 
year ago. Fifty offices, beginning with 
New York City and ending with Jack- 
sonville, Fla., show a decrease of $450,- 
701 or a little more than 2 per cent. 
It is significant that the three cities 
having the largest receipts, show the 
heaviest declines, the falling-off in 
Philadelphia amounting to 8.5 per cent, 
that in New York City to 5.45 per cent 
and that in Chicago to 4.84 per cent. 

Special arrangements are being made 
by the Department to obtain accurate 
statistics for the November and Decem- 
ber business, as it is believed that the 
holiday trade will furnish an accurate 
index to the general business situation 
throughout the country. 


Millions for Good Roads 


The sum of $75,000,000 became avail- 
able as Federal aid for road construc- 
tion in the various States, the money to 
be spent under the supervision of the 
Bureau of Public Roads, Department of 
Agriculture, under the Federal High- 
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way Act, signed last week by the Presi- 
dent. In addition, $15,000,000 is ap- 
propriated for national forest roads. 

The $75,000,000 represents the Fed- 
eral Government’s appropriation for 
the work of building highways in the 
various States and must be matched, 
dollar for dollar, by funds from the 
State treasuries, except in States where 
more than 5 per cent of the area is un- 
appropriated public land. The $75,- 
000,000 appropriated is for the fiscal 
year ending June 30, 1922, and $25,000,- 
000 of the sum is available immediately. 
the balance becoming available on Jan. 
1, 1922. 

Of the appropriation of $15,000,000 
for the improvement of national forest 
roads, $5,000,000 is made available for 
the fiscal year ending June 30, 1922, 
and $10,000,000 for the following fiscal 
year. 


Department of Agriculture in Charge 


The Federal Highway Act in a gen- 
eral way resembles the Federal-Aid Act 
of 1916 but contains several new fea- 
tures. Administration of the act by the 
Secretary of Agriculture, and under 
him the Bureau of Public Roads, re- 
mains unchanged. 

Apportionment of the fund to the 
States is almost the same as in the pre- 
vious act, the fund being divided into 
three parts, one part apportioned ac- 
cordng to population, one according to 
area, and one part according to mile- 
age of rural and star mail routes. A 
new feature is the stipulation that no 
State shall receive less than one-half 
of one per cent of the total fund which, 
in this case, amounts to $365,625. This 
stipulation will increase the amount 
received by four of the smaller States, 
i. e. Delaware, New Hampshire, Rhode 
Island, and Vermont. 

What the new appropriation will 
mean to the country can be judged by 
the use to which the $275,000,000 pre- 
viously appropriated has been put, ac- 
cording to officials of the United States 
Department of Agriculture. Practical- 
ly $200.000,000 of that money has been 
put to work in projects which are 
either entirely completed or now under 
construction. The exact amount was 
$199,823,427 on Oct. 31. To match this 
amount, the States have appropriated 
$265,529,090, making a total of $465,- 
352,517. 


Roads Would Encircle Globe 


The roads to be paid for by this 
money, if placed end to end, would 
encircle the earth and extend from New 
York to San Francisco on the second 
lap, the total mileage of the roads 
under construction and completed be- 
ing reported by the Bureau of Public 
Roads as 27,000 miles on Oct. 31. Of 
this mileage, 9555 miles is in projects 
which are entirely completed and the 
contractors discharged. 

The balance of 17,445 miles is in pro- 
jects which are still under construction, 
but which were 69 per cent complete on 
Oct. 31. In these projects there is 
therefore the equivalent of 12,000 miles 
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of completed road, so that the completed 
road to date totals over 21,000 miles. 

The average cost per mile of the 
roads built with Federal aid has been 
between $17,000 and $18,000. More 
than half the money has been spent for 
roads with the highest types of surface, 
such as concrete, brick, and bituminous 
concrete, but a very large mileage of 
roads of the cheaper type, such as 
gravel and sand-clay, has been built 
where such-types would withstand the 
wear of the traffic. 


Government Supervises Half 


Prior to five years ago the Federal 
Government took no active part in the 
road construction of the country. To- 
day about one-half of all the roads that 
are being built are being aided by the 
Government financially, and the con- 
struction is subject to the inspection 
and approval of Federal engineers. 

It is estimated by engineers of the 
United States Department of Agricul- 
ture that the Federal aid roads under 
construction on Oct. 31 were giving 
employment to about 250,000 men, 
éither directly on the actual road con- 
struction or indirectly in the produc- 
tion and transportation of the materials 
which enter into the construction. The 
new act, just signed, will, it is stated, 
keep these men at work, so far as 
weather conditions will permit, and 
thereby prevent the unemployment situ- 
ation from becoming more serious. 


Railroads Cut Freight Rates 


The decision of the big trunk roads 
to make an immediate reduction of 10 
per cent in carload freight rates on 
farm products for a period of six 
months, announced during the past 
week, is looked upon as a forerunner 
of other cuts, some of which, however, 
will have to be accompanied by a cut 
in wages. The cut on farm products 
will apply throughout the entire coun- 
try except on traffic moving wholly 
through New England. 

This slashing of rates 
railroads approximately 
annually, and can not be carried much 
further unless economies can be made 
in operation costs, of which the biggest 
item is the payroll. In this connection, 
President Cuyler of the Association of 
Railway Execytives, makes this signifi- 
cant statement: 

“The railroads have already reduced 
freight rates substantially from the 
level established by the commission in 
August, 1920. The reductions already 
made are estimated as accurately as 
can be, to involve a loss of revenue at 
the rate of from $175,000,000 to $200,- 
000,000 annually. 


will cost the 
$55,000,000 


Cuts Represent Big Loss 


“These reductions on many roads 
represent a loss much greater than any 
corresponding saving from reduction in 
wages already effected. The railroads 
are, furthermore, awaiting decisions of 
the labor board, which, it is hoped, will 
relieve the companies of the expense of 
many onerous and uneconomical work- 
ing conditions. 
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“The railroads are not in a financial 
condition to make this sacrifice. Unless 
there should be some revival in busi- 
ness, the probability of which is con- 
jectural, the entire immediate loss in- 
volved in this proposed reduction in 
rates would be taken from the net earn- 
ings of the railroads.” 

Mr. Cuyler added that the railroads. 
were relying on the public for effective 
aid in bringing about the necessary re- 
ductions in labor and other transporta- 
tion costs, and that they hoped for 
labor’s co-operation. He declared the 
railroads had taken the first steps to 
relieve the existing business depression, 
and had given an earnest example of 
their fixed purpose to reduce rates and 
to relieve at the earliest practicable mo- 
ment so far as reasonably possible the 
publie’s transportation burden. 

Reducing Elevator Accidents 

Nearly three-quarters of the fatal 
elevator accidents that occur could be 
prevented if elevators and shaftway 
doors were equipped with well-designed 
interlocking devices, a survey and study 
conducted by the Bureau of Standards 
of the Department of Commerce has 
shown. 

A large number of elevator fatalities 
occur at the shaft door, either through 
an open door which allows a person to 
fall down the shaft, or it allows a per- 
son to step from a moving car and be 
crushed between the car and the door 
frame. An interlock prevents the shaft 
door from being opened except when 
the car is at rest in front of the door. 

Elevator safety is declared to be as 
important as street car safety, as the 
Bureau of Standards investigators have 
found that about as many ride in 
elevators as on all the city traction 
lines. Postmen, messengers, and others 
rely on them and their safety devices to 
a large extent. 

In providing vertical transportation, 
elevators travel long distances each day 
and make many stops. For instance, 
an elevator in the Woolworth Building 
travels about forty miles a day and 
makes 4000 stops in that time. 


How to Test Rope 


How strong is a rope? At the Bu- 
reau of Standards laboratories in the 
Department of Commerce, tests have 
been made that have resulted in answer 
ing that question with a formula. For 
three-strand regular lay manila rope 
from % to 4% inches in diameter, the 
following computation will give the 
breaking load of the rope: 

The average breaking load in pounds 
equals 5000 multiplied by the diameter 
of the rope in inches, multiplied by the 
diameter of the rope increased by one. 

This will give, of course, the average 
maximum weight that the rope will 
hold but the working load or the load 
that a contractor or safe-hauler may 
apply with proper safety and precau- 
tion would be considerably less than 
the load given by the formula. Other 
are contained in Tech- 
ted on page 92) 


data on ropes 
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Winter Supplies for Autos—Following Our Christmas | - 
Ad Suggestion—An Effective Ad on Price Reductions 


Stating a Price Reduction Policy 


No. 1 (2 cols. x 7 in.). 

The ad shown below was sent us by 
the John E. Bassett & Co., New Haven, 
Conn., and is a clear and concise state- 
ment of the firm’s attitude in the mat- 
ter of price reductions. 

Such a statement cannot but help to 
clear the business atmosphere. It 
makes a customer feel that when he 
walks into the Bassett store and makes 
a purchase, he is being given a “fifty- 
fifty” break as to price. 

Personally, we would like to see 
every hardware dealer in the country 
who has been giving his customers the 
benefit of price reductions, use this ad 
—the bigger the space the better. 

The charge of profiteering has been 
made against retailers, as is noted in 
this ad, so long and so constantly that 
it has become an accepted fact in the 





{ Uf Anyone ~ “Bassett Hes It” - If Angwhers } 


| Concerning Some 
Price Reductions 


ERE has been a lot of discussion recently as to whether 
= Agee: Bim oe in retail Stores as fast as they 








¥e OLDe HARDe WARE STOR 
_ Chepel end S14 State Street 


1—This ad tells the customer plain 
facts regarding prices 


minds of a great mass of retail pur- 
chasers. 

It is time now to use an ad like this 
one of Bassett’s—to come out and say 
things—to name lines on which prices 
have been reduced—to show your cus- 
tomers you are ready to back up your 
every statement. , 


They Can Use It As a Shopping Memo 
No. 2 (3 cols. x 10 i.). 

Burke & Wright, Waukegan, III, 
used this ad as a result of our sugges- 
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ECEMBER 1S HERE! Every dey you put off your Xmas shopping meane 

mare sore crowds to comend with, posite delivery delnys snd additional 

worry. Shop now ond laugh st the crowds two weeks from now. Be as 
sured of Fiem Choice fram our great Chirietwas stocks, 














2—Here’s a Christmas ad that brings them 
to the store 


tion, and it is the type of publicity 
which never loses its effectiveness. A 
shopper can put this ad in her bag, 
after making checks after the articles 
in which she is most interested, and 
when she arrives at the store, she need 
not depend upon her memory. 

This answers the query: “What shall 
I give?” Among the thirty-nine gift 
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suggestions, there is bound to be some- 
thing for every person who reads 
through the ad. 

Note the decorative heading and sub- 
display line. As we have said before 


Use Our Telephone More | 
Stik hh tee. CAG vey tcandeg. tt 
tune you’ want anything in our line. We are wailt- 
ing on this end of the line to give you Good Serv- 
- fee and the Telephone Company is anxious to 
‘ show you this week at its building on Center 
street just how quickly it can at any time con- 
' ‘pp pect you with 


* 


-FOSTER-FARRAR CO. 


Open Seturdey Beenteg—Opposits Draper Hote: 
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3—Featuring the telephone as a con- 
venience to customers 


such decorations are essential if you 
would have your Christmas publicity 
bring the greatest results. 


An Ad on the Store’s Telephone 


No. 3 (2 cols. x 4 in.). 

Good things often come in small 
packages, and here is a big idea in 
small space—the idea belongs to W. W. 
Darby, who looks after the publicity 
of the Foster-Farrar Co., Northampton, 
Mass. 

Advertise your telephone—it pays! 
And do it in small space—just the size 
space as used by the Foster-Farrar Co. 

And say—if you want a suggestion 
for the text of your ad, look no further 
than this talk of Darby’s. He has both 
his store and the ’phone company 
anxiously awaiting your call. 

It seems to us that hardware men 
neglect the possibilities which lie dor- 
mant in their ‘phones. Supposing the 
hardware ’phone rang as often as the 
grocer’s or the butcher’s or the baker’s. 
What a merry tune the cash register 
would play! 

As a suggestion for follow-up ’phone 
ads, feature specific things to call up 
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As Well as Our Reputation That We Salt the Well Known ~ 
Philadelphia Made Hardware 


pay for 
We place our faith in the superior materials and making of the Philadelphia Made Hardware Brands. 
BUY A PLUMB AXE; it’s built for woodsmen; stays sharp. 
BUY A YANKEE TOOL; they make better mechanics. 

(4 BUY A DISSTON SAW;. most carpenters use them. 


' THESE GOODS ARE QUALITY HARDWARE. THEY HAVE THE CREDENTIALS 





"It’s For The Good of Your Pocket Book¥< | 
iA A 


(And, by the way, an ENTERPRISE CHOPPER makes many dainty and nourishing dishes in the summer time}. 
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more papers, but with two, a duplica- 
tion of circulation to a marked degree 
is certain to exist. 
Street Car Advertising 

_ Mr. Clinton wants to know our opin- 
jon regarding street car advertising 
and sign-board advertising. We think 
that street-car advertising is good for 
the dealer under any circumstances, but 
think sign boards are better for the 
dealer who draws or desires to draw 
from contiguous city territory. If you 
are doing strictly a city business, and 
do not view favorably extension to 
outlying districts, we advise putting 
your extra appropriation into street 
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cars. But under no _ circumstance 
should street car advertising be al- 


lowed to cut into your newspaper ap- 

} propriation. 

If you wish to use a type of adver- 

tising closely related to sign boards in 
appearance and effect, we suggest local 

bill boards. For a comparatively small 

outlay you can post your town quite 













NG VAN VORIS 





ment of cuts and type. 






about—new bulbs for lamps—ash cans 
and garbage pails—brooms, mops, 
pails—door mats—batteries for home 
use and for flashlights—anything to 
start the housewife using your ’phone. 









It Won the November Prize 


No. 4 (3 cols, x 5 in.). 

This ad sent us by A. H. Van Voris, 
adman for the Van Voris store at Cob- 
leskill, N. Y., won the November prize 
in the competition conducted by “Phil- 
adelphia-Made Hardware.” In .our is- 
sue of Oct. 27 we announced Johan- 
nesen Bros., New Orleans, La., as win- 
ners of the current month’s prize in this 
contest. 

Mr. Van Voris writes us that he finds 
this department extremely interesting 
and after the advertisements in HARpD- 
WARE AGE, the Publicity Department 
is the first thing to which he turns. 









Winter Driving Suggestions 


No. 5 (3 cols. « 7% in.). 

Say, hardware men, get this in your 
papers as quick as you can and scoop 
up the business on radiator covers, 
chains, windshield cleaners and other 
winter auto accessories. 

We received this from L. R. Clinton, 
treasurer of Barker, Rose & Clinton 
Co., Elmira, N. Y. It is well handled 
and calculated to create a demand for 
accessories such as tend to make win- 
ter driving more enjoyable and safer. 
To the ad, we suggest adding car heat- 
ers, radiator solution testers for de- 
termining the amount of alcohol in the 
water, and therefore the freezing point; 
light oils for winter driving; soft cup 
grease; and lap robes; which are sold 
by many hardware dealers maintaining 
an accessory department. 

Mr. Clinton asks some questions. He 
wants to know in a town of 50,000 pop- 
ulation with one morning and one eve- 
ning paper, if it is desirable to change 




























4—This was judged the best ad in a recent contest. 
No wonder it was successful 


the ad twice a day. 
It would not be were there three or 
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thoroughly. 

We think that the advertisements 
shown herewith are mighty good exam- 
ples of dealer publicity, and we recom- 
mend that they be studied and analyzed. 
You will get some additional ideas if 
you do so, 


COBLESKILL, N, X.} 


Note the well-balanced arrange- 





We think it is. 

















































Equip Your Car For Winter Use 
GET A CLEAR VIEW OF THE ROAD 


“OUTLOOK” WINDSHIELD CLEANERS, $2.00 
WET ROADS ARE DANGEROUS. PUT ON YOUR CHAINS! 


Weed & Rid-O-Skid Chains 
TEST YOUR BRAKES. CAN YOU MAKE A QUICK STOP? 
MULTIBESTOS BRAKE-LINING 


ORDER YOUR RADIATOR HOOD COVER NOW 

(Ford, Chevrolet, Maxwell in stock. Other Styles Promptly Secured.) 

Let us show you our complete line of Cold Weather Equipment. Drive in 
fety and Comfort. 


Barker, Rose & Clinton Co. 


"PHONE 3100. 109 LAKE STREET. ELMIRA, N. Y. 


‘ee agile, 
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5—It’s time to tell your customers to plan for winter driving 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK'S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Nov. 28, 1921. 


was a holiday, taking a business 

day out of the week, reports of 
that period total up as favorably as 
any one of the past six weeks. Some 
lines, notably cutlery and tools, are 
showing a little improvement. 

Buying continues to be very consis- 
tent, of course in small quantities. 
The volume of sales for the past six 
weeks are reported as being much 
greater than for the same period last 
year, with a demand for a_ wider 
variety of goods. 

Now that Thanksgiving is over it is 
thought by local jobbers that the call 
for holiday goods and winter specialties 
will assume greater proportion. Some 
winter goods have already been de- 
livered, but there seems to be a lack 
of interest at present for snow remov- 
ing equipment due, probably, to the 
relatively mild winter in this section. 

Price changes were not particularly 
numerous during the past week. 

Jobbers report the following 
nouncements from manufacturers: 

Coes Wrench Co., Worcester, Mass., 
is reported to have made a 10 per cent 
reduction on its full line, effective 
Oct, 21. 

Sterling Tire Corp., Rutherford, 
N. J., has issued a new consumers’ 
price list, effective Nov. 10. 

The Amazon Rubber Co. Akron, 
Ohio, has issued a new consumers’ list 
price, dated Nov. 14, on which present 
dealer discounts will apply. This list 
is said to show considerably lower 
prices. 

Landers, Frary & Clark, New 
Britain, Conn., have quoted a price of 
$6 per doz, net on No. 324 nut cracks. 

Among the more important price 
changes announced by jobbers ‘are the 
following: 

Denatured alcohol has advanced 4c. 
per gal. 

Rail benders of the Jim Crow type 
have declined $1 on No. O and No. 1; 
50c. on Nos. 2, 3, 4, 5, and 25c. on No. 
6. These declines are approximate. 

Machine bolts, in large sizes, cut 
thread, have declined 10 per cent. 


ik spite of the fact that Thursday 


an- 
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Track drills have declined about $1. 

Sash weights, Western make, are $1 
lower per ton. Average prices are given 
in the body of this report. 

Miscellaneous staples have been re- 
duced 1'2 cents. : 

Cast iron washers, 5% and 2 in., have 
been reduced 25c.; 12 in. have been re- 
duced 45c. 

Corbin letter boxes have been re- 
duced 10 per cent. 

File handles, sizes-00 to 4, take a 
discount of 74 per cent. 

All brass lawn sprinklers are quoted 
at $6.25 per doz. 

Annunciator Wire.—There is a fair 
current demand for annunciator wire. 
Local stocks are apparently adequate, 
and the present prices are expected to 
remain. 

Jobbers’ quotations f.o.b. New York: 

Annunciator wire, No. 16, in %-lb. coils, 
$2.24 per doz. coils; No. 17, in 1-lb. coils, 
$4.32 per doz. coils; No. 18, on spool is 36c. 
per Ib. 

Automobile Accessories.—Such goods 
as fabric stuff, extra seats, chain, radi- 
ator covers, Ford tops and other goods 
for winter touring are in very good 
demand, with fairly active retail sales. 
Jobbers report that tools and replace- 
ment parts are moving fairly well. 

Ash Sifters——Demand for ash sifters 
is fairly good. Prices seem to be firm 
with adequate stocks. 

Jobbers’ quotations f.o.b. New York: 

Heavy steel galvanized ash sifter, rotary 
wire sieve iron brace bands, $30 per doz. 
Crated, $33 per doz. 

Bolts and Nuts.—During the past 
week the demand was consistently good. 
Wholesale stocks are reported to be in 
good condition, and prices generally 
are firm. 

Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, % by 6 and 
smatier, 50, 10 per cent to 50, 10 and 5 per 
ent; longer and thicker, 45 and 10 per 
cent to 50 and 5 per cent. 

Machine bolts, % by 4 and smaller, 50, 
1), 10 per cent to 60 and 5 per cent; larger 
and thicker, 50 and 10 per cent to 50, 10 
and 5 per cent. 

Semi-finished 
smaller, 
per cent. 

Tinner’s rivets, 60 per cent. 

Hexagon machine screw nuts, iron, 40-5 
per cent; bra 1/32 to 8-32 in., 75 per 
cent 10/32 to 12/32 in., 65 per cent: 
14/32 in., 60 per cent, 

Lock washers, 50 per cent 

Toggle bolt bright 
cent 

Iron rivets, 60 
rivets, 40 per cent 

Stove bolts, 80 per cent 
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nuts, 9/16 and 


larger and thicker, 75 


hexagen 
80 per cent . 


finish, 60 per 


steel, 


per cent; solid copper 


Cotton Gloves.—The largest sales in 
cotton gloves are probably made to the 
suburbanite who must attend to his own 
furnace. As the weather is getting 
colder many dealers are taking on stock 
as the demand is already showing signs 
of increasing. Stocks are ample and 
prices seem steady. 
quotations f.o.b. New 

Cotton gloves, white canton flannel, 
knit cotton wrist, light, $1 per doz 
net; heavy, $1.75 per doz, pair, net. Heavy 
weight white canton flannel, cuff lined 
with heavy stiffened material, regular style, 
$1.75 per doz. pair, net; leather faced, $4 

r doz. pair, net. 

Axes.—Jobbers report a slightly in- 
creased demand for both axes and 
hatchets. Stocks appear to be in good 
condition, and there is every evidence 
of firm prices. 

Jobbers’ quotations f.o.b. New 

House axes, ebony finish, 2% Ib., 
doz. 

“Fall City” axes, 2% Ib., $13.50 per doz. 

Long Island handled axes, 24 to 2% Ib., 
$19.50 per doz. 

Second quality, 36-in. handle, 4 
$19.00 per doz. 

Flint edge, Rockaway pattern, 4 to 5 Ib., 
$20.75 per doz, 

Connecticut pattern, 
3% 1b., $19.50 per doz, 

Builders’ Hardware.—The proposed 
extension of the New York State Tax 
Exemption Law means a whole lot to 
the hardware trade of this State. Its 
passage originally created a_ building 
boon, immediately reflected in an active 
market for builders’ hardware. This 
demand has kept up remarkably well, 
and builders’ hardware is at present 
considered one of the best current lines. 

Coffee Mills.—Stocks are good, with 
fair interest being shown. There is no 
change in price. 


York: 
with 
palr 


Jobbers’ 


York: 
$12 per 


handled axes, 3 to 


New York 

metal parts 
$11 per doz 
shape, $14.25 per 


Jobbers’ quotations f.o.b. 
_ Coffee mill, glass hopper, 
japanned, holds 1 Ib. coffee, 
Same, slightly different 
doz 

Galvanized Ware.—Although distrib- 
utors are receiving a fairly good num- 
ber of orders, they all call for very 
small quantities. Out-of-town business 
has a little edge on city trade. 

Prices to retailers f.0.b. New York 

Galvanized sheets, No. 28 gage, $5.2! 
$5.50 per 100 Ib 

Jobbers'’ quotations f.o.b. New York: 

Galvanized pails, & qt., $2.35 0 qt 
$2.70; 12 qt., $2.95; qt., $3.3 16 «qt 
$4 per doz 

Galvanized wash tubs, No 
2, $8.80; No. 3, $10.25; all per 

Ice Serapers.—Due probably to the 
lack of severe weather, local interest 


1, $7.85; 
doz 
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in ice scrapers is slight. Stocks are 
good and prices firm. It is reported 
in addition that out-of-town demand 


is fairly active. 

Jobbers’ quotations f.o.b. New York: 

Ice serapers, solid shank, steel blade, 
rough finish, 64% x 5% in., 4 ft. handle, $6.25 
per doz. Solid shank, extra quality, tem- 
pered steel blade, 7 x 6 in., % in. polished 
and painted blue, 4 ft. handle, $7.50 per 
doz. Ice scrapers, socket extra heavy, 7 in. 
blade, 6 in. deep, ™% in. polished and painted 
blue, 4 ft. handle, $10 per doz. Ice scrapers, 
extra heavy, solid shank, double beaded 
blade, 8 x 6 in, heavy iron ferrule, 4% 
handle, $10.40 per doz. 


Ice Skates —Although there has been 
no heavy demand for ice skates, reports 
seem to indicate better business in this 
item than was recorded for the same 
time last year. As the holiday season 
approaches there will probably be a 
good demand. 


Jobbers’ quotations f.o.b. New York: 
Men's and boys’ all clamp club skates, 
sizes 8 to 12 in., 9le. to $1.18. Men's and 
boys’ all clamp hockey skates, runners cast 
steel, all parts nickel plated, sizes, 9%4 to 
11% in., fi'94 to $1.68. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 
ll in. polished cast steel runners, $1.15 
to $1.40. Women’s and children’s clam» 
hockey skates, $1.40. Women’s and chil- 
dren's clamp hockey skates, russet leather 
back and strap. runners made of cast steel, 
nickel plated, $1.51 to $1.99. 


Lanterns.—The demand for lanterns 
has picked up slightly, according to 
local jobbers. Stocks are very good, 
but there has been some rumor current 
of occasional price concessions. The 
prices given here are representative 
of legitimate jobbers’ quotations. 


Jobbers’ quotations f.o.b. New York: 
Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
interns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$11.75 per doz. Roadster wagon lanterns; 
18.50 per doz De Lite lanterns, $14.50 
per doz. Little Wizard lanterns, $11.25 per 
oz. Eureka driving lanterns, plain, lens, 
$19 per doz. Watchmen’s mill lanterns, 
enaniel finish, $25 per dozen. Imperial plat- 
form lanterns, $9.75 each. 


Levels.—The demand for levels is 
fairly good at present. Stocks seem 
sufficient and prices steady. 


Jobbers’ quotations f.o.b. New York: 

Pocket levels, iron, 3 in., japanned, $1.72 
per doz.; 2 in. hexagon brass, nickel plated, 
proved glass, $3.60 per doz.; same, 44% in., 
$8.20 per doz. 

Line levels, 3 in. aluminum, German sil- 
ver end, $5.13 per doz. 

Plumbs and Levels.—Cast iron japanned, 
nickel plated trimmings, with proved 
glasses, two plumbs, 6 in., $16.32 per doz. ; 
same, 24 in., $31.60. 

Steel Levels.—Cold 
japanned, 1 plumb and 
$19.38 per doz. 


Linseed Oil.—There seems to be a 
slightly strengthening tendency in the 
local oil market, not enough, however, 
to make very much impression. All 
business being done calls for small lots. 


steel, web 
levels, 22 in., 


rolled 
two 


New York: 


69c. per 


Prices to retailers f.o.b. 
Linseed oil in carlots, 67¢c. to 
less than carlots, but more than 5 
72ce. to 74e. * gal.: single bbl. lots 
The. to > gal. Boiled oil is 2c. 
extra per gal. and double boiled oil is 3c. 
eXtra per gal Oil in half bbl, lots is 5c 
eXtra per gal. 
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Nails~—There has been no change in 
the nail situation. Local demand is 
fairly active. Jobbers’ stocks appear to 
be in good condition, and there is still 
talk of speculation among local holders. 
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Jobbers’ quotations f.o.b. New York: 

Wire nails, $3.50 to $3.70, base, per keg. 
Cut nails, $4.2: $4.45, base, per keg 
Coated nails, $3, >, per keg. Wire nails 
and brads, 75-10 per cent. 

Naval Stores.—All business in naval 
stores is being done on a very close buy- 
ing scale. Orders call for small quan- 
tities, though there is evidence of a 
stronger market. 

Jobbers’ quotations f.o.b. New York: 

Turpentine is 80c. to S82c. per gal pitch, 
$6.00 per barrel; tar, kiln, $10.00 per barrel ; 
rosin oils, first run, 36c. to 37c. 

Rosin is quoted as follows 
grades: B, $5.60; D. $5.60; 7 
$5.60; G, $5.60; H, $5.62%; I, 
$6.25: M, $6.60; N, $6.90; Wa, $ 


according to 


$5.60; F 


i: I 
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Roller Skates.—Christmas trade has 
brought on a slightly better demand for 
roller skates. Most orders, however, 
are small. Prices are steady. 

Jobbers’ quotations f.o.b. New York: 

Extension roller skates, steel foot plate 
and back, extnd 7% to 914 in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same better grade, $1.20 per pair. 
Extension skates, with tops, trucks, clamp 
made of cold rolled steel, rubber cushioned, 
extension, to 10 in., half strap heel, 
clamp toe, plajn steel rolls, $2.10 per pair 
Extension ball-bearing roller skates, for 
men, nickel-plated, $2.65 per pair. Same 
for women, $2.75 per pair. 

Rope and Twine.—There has been an 
advance of lc. per lb. on all grades of 
manila rope direct from the manu- 
facturers. This advance has _ been 
brought about by a rising raw material 
market. Rope is mildly active, but 
twine seems to be in good demand. 


i 


Jobbers’ quotations f.o.b. New York: 

Manila rope, No. 1 grade, 18e. to 191c. 
per lb. Hardware grade, 1l5c. per lb. Sisal, 
No. 1 grade, 13c. per lb.; sisal, No, 2 grade, 
lle. per lb. Bolt rope, 20c. to 22c. per Ib 

Lath yarn, 13ec. to 15c. per lb. Jute wrap- 
ping twine, 20144c. to 254,c. 


per lb India 
hemp twine, No. 6, 16c, to 18e. per Ib 


Sash Weights.—Traceable probably 
to increased building, an increased de- 
mand for sash weights has shown it- 
self. Three representative quotations 
on sash weight for less than car lots 
are f.o.b. Baltimore, $37.50 per ton; 
f.o.b. Lebanon, Pa., $32.50 per ton; 
f.o.b. St. Louis, $39 per ton. 

indicate a weak 

Other items under 
are receiving con- 


Screws.—Reports 
wood screw market. 
this classification 
sistent attention. 


Jobbers’ quotations f.o.b. New York 

Wood Screws.—F lat head, bright, 77! .-20 
per cent; flat head, galvanized, 6244-20 pet 
cent round head, blued, 75-20 per cent 
round head, nickeled, 65-20 per cent; round 
head, brass, 70-20 per cent; flat head 
brass, 7214-20 per cent; round head, brass 
nickeled, 65-20 per cent. 

Machine Screws.—lIron, 
80-10 per cent; brass, flat 
per cent. 

Cap screws, 75 per cent. 

Set screws, 75-5 per cent. 

N. Reports indicate that 
jobbers are giving an extra 20 
cent on wood screws 


flat 
and 


round, 


and 
round, 


local 
per 


some 
ined 10 


Sporting Goods.—Dealers seem to be 
buying a fairly good assortment of 
sporting goods, but are not ordering 
very many of one item. There has 
been an increase in activity in the 
local market, which may be accounted 
for by an early holiday consumer de- 
mand. 


Sleds.—Jobbers report that sleds are 
in fairly good demand. Stocks are fair 
and there seems to be every evidence 
that prices will be unchanged through 
out the season. 


Jobbers’ quotations f.<« 

Flexible Flyer sleds, No. 1 
in, wide, 6 in. high, $4 
long, 18 in. wide, 6 in. high, $5 
47 in. long, 14 in. wide, 714 ir 
each; No. 4, 52 in. long. 14 in ide 
high, $7 each. Junior Racer, 49 in 
in wide, 614 in. high, $5.50 each 
in. long, 13 in. wide, 74s in. 
each; No. 5, 63 in. long, 16 in 
high, $9.50 each: No. 4, with 
foot rests, $7.75; No. 5, with 
foot rests, 


50 ear n 


high, $ 

wide, 8 
one pair 
two pairs of 
$11 : 

Stove Pipe and Elbows.—Stocks are 
good, prices fair and a medium demand 
localiy. 

Jobbers’ quotations f.o.b. New 

Stove pipe, black, iron, No 
lengths to a bundle, 4 i 
$1.70; 5 in. $1.80; 5% in., 


Elbows, black iron, No. 28 gage 
$1.60; 41, in 


lengths to a bundle, 4 in., he 
$1.70; 5 in., $1.80; 534 in., $2.10; 6 in, 


12 


25. 

Tree Holders.—Increased demand for 
tree holders is reported by local job- 
bers. Stocks are apparently in 
condition and prices very steady. 

Jobbers 

Cast iron tree stan 
with gold bronze 
doz. net: 3 in. opening 
“Gem” 7 


good 


quotations 


stand, $5.7 

Toys.—There seems to be a good 
demand for toys of every kind. There 
is a tendency among retailers to scout 
around before placing orders. The 
generally is very active. 

Window Glass.—An excessive de- 
mand for window glass continues. 
Manufacturers still require thirty to 
ninety days for delivery. Glass fac- 
tories are working full time, but are 
approximately 15 to 25 per cent behind 
on orders. 


tree 


) 
line 


I retailers f.o.t 
B single window glass, s2 
count 
B double glass, 85 per cent d 
\ double ind 
discount 


*rices to 


single glass, S2 per 


Wire Goods.—Many inquiries are be- 
ing received for spring delivery and a 
few small orders have come from deal 
ers. After the holidays jobbers expect 
increased sales and added interest. 
New York 
zed after weav 
pment, 50 per cent fron 
$5 per Poultry net 
ting before eaving f 
shipment per cent 

Square mesh wire clot - New Y 
stock, $4.75 to > per 100 

P. S.—Torrington C 
Conn., reports that October shipments 
of Torrington electric vacuum cleaners 
for October, 1921, exceeded the ship- 
ments for October, 1920, by more than 
200 per cent. - 


Jobbers’ quotations f.o.b 
Poultry nettir ilvani 
factory s 

York stock, 
galvanized 
90-10-5 


Ing. 


New 


l 


»., Torrington, 


P. S.—The following communication 
under date of Nov. 22 was received 
from J. P. Danielson Co., Inc., manu- 
facturers of pipe 
wrenches, drop screw 
machine products, Ne Ei 

“As stated in our former letter to 
you,” the letter states in part, “it had 
not been our intention to make any 
revisions for time, but we have 
learned that a great many of our com- 
petitors have, during the last week, 
made revi and in as much as a 

many of the jobbers 

the first of the we have 

also decided to make revisions, and we 

are this week new price list 

showing a decline on combination pliers 
and gas pliers.” 


combination pliers, 
forgings and 
Jamestown 


some 


sions, 
issue a new 


year 


issuing a 





Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Nov. 25. 


\ A 7 ITH continued satisfactory buy- 
ing of seasonable merchandise 
and excellent demand for holi- 

day goods, the total volume of sales 

in Chicago jobbing centers is large. 

Business, of course, is not up to the 

peak of last year in either dollars and 

cents or volume, but some information 
indicates that the amount has not fallen 
off as seriously as might be thought. 

Prices continue almost without 
change. The disposition of the manu- 
facturers seems to be to wait until 
after the first of the year before con- 
sidering anything like new prices. Be- 

sides it is believed that there is a 

general stiffening of the market all 

along, and that price declines are not 
going to be so very numerous during 
the next two or three months. 

Building activities in Chicago con- 
tinue to be extensive. The weather 
has not been severe enough to check 
this work, and the result is a good 
demand for builders’ hardware. The 
employment situation also seems to be 
getting better and less men are out of 
work than were in September. 

Reports from the Chicago mail order 
houses show a considerable gain in 
business. One concern sold $17,378,253 


in October, as compared with $20,113,- 
426 during the same month of last 
year, a decrease of only 13 per cent. 


Another concern showed a decrease of 
about 12 per cent in October of this 
year, as compared with the same 
month of last year. Most concerns 
showed a decided increase in sales dur- 
ing October. This, of course, is ac- 
counted for by the fact that holiday 
demands are being felt. 

The Chicago Spring Hinge Co. an- 
nounces a 10 per cent reduction on its 
line. 

Automobile Accessories.—The advent 
of winter weather has spurred on the 
sale of cold weather necessaries to a 
considerable extent. Chains are in 
active demand at this time. There has 
been a general decline on the part of 
most standard tire prices of from 12% 
to 20 per cent on fabric and cord cas- 


ings. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Reliable jacks, No. 46, $3.70 each, 
$41.60 per doz.; No. 1 standard jacks, $2.95 
each. Twin cylinder foot pumps, heavy 
duty, $1.35 each, $15.00 doz. Simplex 
jacks, No. 36, $1.75 each, doz. lots each 
$1.60. Stewart hand horns, $4.00. Weed 
chains, 30 x 3%, 25 per cent discount single 
pair lots; 33% per cent discount dozen pair 
lots; Rid-O-Skid chains, 25 to 33144 per 
cent off. Inner tubes, red, 30 x 3%, $2.25 
each; gray tubes, 30 x 8%, $1.65 each. 
Lyon bumpers, No. 105, $10.75; No. 101, 
$8.25. Bethlehem spark plugs, special Ford 
type, lots of 100, 36c. each; mica type 
Bethlehem spark plugs, 80c. each, 78c. lots 
of 99, 74c. lots of 100 to 499; standard por- 
eelain Bethlehem plugs, 58c. each, 56c. lots 
of 99, 55c. lots of 100 to 499: Hercules 
Giant plugs, 60c. all sizes: Hercules Junior 
plugs, 35c. all sizes; Splitdorf plugs, less 
than 100, 67c. each, 100 lots 63c. each; 
Splitdorf plugs special for Fords, 50c. each, 
100 lots 48c. each; Champion X plugs, 50c. 
each, 100 lots 46c. each; Champion 0 plugs, 
58c. each, 100 lots 56c. each, 1000 lots 54c, 
each; Champion heavy duty plugs, Dodge 
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CHICAGO 


type, 58c. each, lots of 100 56c. each, lots 


of 1000 54c. each. | 

Axes.—Sales have been of very good 
volume and are continuing in a satis- 
factory manner. Prices show ne 


change. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted unhan- 
dled axes, 3 to 4 Ib., $14.50 base; good 


“quality black unhandled axes, same weight, 


$13.50 base; single bitted handled axes, 
$16.50 to $22 per doz. 

Alarm Clocks.—Naturally this is a 
good season for the sale of alarm 
clocks, and this is particularly true 
because of the holiday demand added 
to the natural movement of goods. 


Prices remain steady. 
quote from jobbers’ stocks, f.o.b. 
America, $13.08 doz, lots, case 
: Blue Bird, $15 doz. lots, ca 
$14.16 doz.; Bunkie, $25.56 doz. lots, case 
$24.60 doz.; Lookout, $16.08 doz. lots, case 
$15.48 doz.; Sleepmeter, $17.52 doz, lots, 
case $16.92 doz. 

Bicycles and Tires.—Some future 
business has been booked in these lines, 
but it is not of.very heavy volume. 

Builders’ Hardware. — Continued 
good sales of builders’ hardware are 
reported. There is a large amount of 
small building being done in and 
around Chicago and the weather has 
not seriously interfered with this 
work. Plans are ready for a great deal 
of work and only bad weather will 
make a small demand for builders’ 
hardware. Prices continue without 
change and without immediate prospect 
of change. 

Cotton Gloves.—Prices continue to 
show an advancing tendency, and the 
demand remains strong. The local 
jobber, however, is quoting past prices. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Six oz. knit wrist gloves, $1.20 
doz. ; 8-oz. knit wrist gloves, $1.45 doz.; 10- 


oz. knit wrist gloves, $1.80 doz.; 8-oz. plain 
husking mittens. $1.15 doz. pairs. 


Copper Rivets and Burrs.—Prices are 
unchanged and are low, with a demand 
that is very active. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Standard sizes and packages, 50 
per cent discount. 

Chains.—There is a fair amount of 
business being done and prices are as 
they have been. 

We quote from ‘jobbers’ stocks, f.o.b. 
Chicago: Proof coil chains, $8.25 per 100 
lb. %-in. base; weldless coil chains, 50 per 
cent off list; No. 00 4% electric welded 
cow ties, $2.75 per doz. 

Cutlery.—Christmas demands for 
cutlery are being felt and are causing 
a good amount of business. Pocket 
knives are not selling as well as in 
former years, but, of course, a good 
amount of goods are being moved. 
Such items as silver ware and cut glass 
in the cutlery departments, are in 
active demand. 

Cooking Utensils.—There is just a 
normal run of business on cooking 
utensils at prices which are inclined to 
be unsteady. 

Eaves Trough and Conductor Pipe. 
—The jobber has not passed on the re- 
cent advance in sheet quotations as 
applying to trough and pipe. There is 
quite a good amount of this material 
being sold, but the demand will nat- 
urally decrease during the winter sea- 
son. 


December 1, 192) 


Files—Prices have: not changed for 
many weeks and show no tendency to 
do so. 

We quote from jobbers’ stocks, f.ob, 
Chicago: American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 


list; Disston files, 50-10-10 per cent off list; 
Black Diamond files, 56-10 per cent off list 


Flint Paper and Cloth.—Sales are 
good and prices are without change, 


f.0.b, 
No. 6, 
cloth, 


from jobbers’ stocks, 
Chicago: First quality flint paper 
$4.50 per ream; first quality emery 
No. 0, $27 per ream. 

Galvanized Ware.—Buying has been 
and remains on a very restricted basis, 
The retailer seems to show a little con- 
fidence in prices although the tendency 
is upward. 

Glass.—Glass has been an active 
item during the past few weeks with 
the result that some stocks are low, 
Prices show no change and are consid- 
ered firm. 

We quote from jobbers’ stocks, f.0.b, 
Chicago: Single strength A, all sizes, 81 per 
cent off; single strength B, all sizes 81 per 
cent off; double strength A, all sizes, 8 
per cent off; double strength B, all sizes, 
83 per cent off; putty in 100-Ib. kits, $4.75; 


commercial putty, $4.10; glaziers’ points, 
Nos. 1, 2 and 3, one doz., 75ce. 


Guns and Ammunition.—Good busi- 
ness is being enjoyed in guns and am- 
muntion with every prospect of it con- 
tinuing. 

Hatchets.—The demand is good con- 
sidering the season on both the cheaper 
and better grades. Prices seem steady. 

We quote from jobbers’ stocks, f.o.d. 
Chicago: Size 2 extra quality broad hatchets, 
$19 doz.; Competitive trades, $13 doz.; war- 
ranted shingling hatchets, $14.35 doz. Com- 
petitive forged shingling hatchets, $5.50 doz. 

Hammers.—The demand is still quite 
active. There is no change in prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $13.50 per doz.; Competitive forged 
nail hammers, $7.50 to $10 per doz.; cast 
steel hammers, $4 per doz. 


Hickory Handles.—A slight reduc- 
tion on hickory handles was recorded 
last week and there is no change at.this 
time. Sales are good. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: No. 1 hickory axe handles, $3 doz.; 
No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special white 
growth second hickory, $4.50 doz.; No. 1 
hatchet and hammer handles, 80c. 4doz.; 
second growth hickory hatchet and hammer 
handles, $1.20 doz. 


Hose.—Some future business is being 
booked at prices which have been in 
effect for several weeks. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: %-in. molded reel hose, good qual- 
ity, 13%c.; %-in. 3-ply good quality duck 
hose, 13%c.; %-in. 4-ply good quality duck 
hose, 16c.; %-in. 5-ply multiple hose, 10%¢. 


Lawn Mowers.—Some interest is 
shown in this item for spring, but no 
great amount of future bookings have 
been recorded. 

Lanterns.—Sales are of steady char- 
acter and good volume. Prices are rid- 
ing along at the same figure. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Monarch tin lanterns, hot blast, 
$9.50 per doz.; No. 2 Dietz cold blast lan- 
terns, $14.50 per doz.; with large founts, 
$16 per doz.; best tubular lanterns, $9.50 
per doz.; Competition lanterns, No. 6 tubu- 
iar, $7.80 per doz. 


Ice Skates.—The Christmas demand 
for ice skates is being felt and it is 


We quote 
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steadily increasing. Prices are the same 
as they. were at the start of the season. 


We «quote from jobbers’ stocks, f.o.b. 
Chicago: North Star aluminum finish racer 
or hockey for men and women, $9 pair; 
North Star nickel finish racer or hockey for 
men or women, $10.25 pair; key clamp 
rocker, steel rur ners, bright finish, 90c. pair; 
key clamp rocker, steel runners, nickel fin- 
ish, $1.15 pair; clamp hockey, polished 
cast steel runners, $1.20 pair; key clamp 
hockey, carbon steel runners, $1.60 pair; 
half key clamp rockers for women and 
girls, $1.10 pair; half key clamp hockey for 
women and girls, $1.51 pair. 


Nuts and Bolts.—No change in prices 
since the slight revision of last week, 
which was made to correspond with 
that of some competitors. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 60 per cent 
off list; small carriage bolts, 60-10 per cent 
off list; large sized machine bolts, 60-5 per 
cent off list; small sized machine bolts, 60- 
10 per cent off list; all stove bolts, 80 per 
cent off list; all lag screws, 60-10 per cent 
off list. 


Nails.—Sales are of a steady char- 
acter and reach a fairly large volume. 
We quote from jobbers’ stocks, f.o.b. 


Chicago: Common wire nails, $3.65 per keg 
bare. 


Paints and Oils—A decline of 4 
cents per gal. is noted in linseed oil at 
this time. Turpentine prices which 
have been strong, continue so, and a 
net gain of 1 cent per gal. over last 
week is shown. White lead at the bal- 
ance of the staple paint items are with- 
out revision. 


We «quote from jobbers’ 
Chicago: Raw linseed ojl, 
per gal.; 5 barrel lots, 72c. per gal.; boiled 
linseed oil, barrel lots, 78c. per gal.; 5 bar- 
rel lots, 74¢c. per gal.; strictly pure turpen- 
tine, 92c. per gal.; denatured alcohol in bar- 
rels, 48c. per gal.; strictly pure white lead 
in 100-lb. kegs, 12%4c. per lb.; dry paste in 
barrels, 6c. per 1b.; pure white shellac, $4.85 
per gal.; orange shellac, $3.60 per gal.; Eng- 
lish Venetian red, $3.50 to $6.75 per 100 Ib. 


stocks, f.o.b. 
barrel lots Tée. 


Roller Skates.—Christmas sales are 
keeping up the demand on this item. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.85 pair; Girls’ ball bearing roller skates, 
$1.95 pair; juvenile plain bearing with 
strap, 72c. pair; juvenile plain bearing 
with clamp, 80c. pair. 


Rope.—Sales are moderating and are 


of HARDWARE AGE, 
410 Unity Building, 
Boston, Nov. 26, 1921. 


Office 


‘INCE prices for merchandise han- 
\D dled by the local wholesale shelf 
hardware houses started to decline, the 
trade has endeavored to offset the drop 
in gross sales, likely to occur, by an 
increase in the monthly quantity turn- 


over. Results have varied considerably 
due to the many phases in the general 
hardware jobbing situation. In some 
instances monthly results have com- 
pared closely with those for the cor- 
responding periods last year, but in a 
majority of cases there has been a 
comparatively wide spread. One house 
reports sales from Nov. 1 to Nov. 15 
as approximately 15 ver cent under 
those for the same period last year, 
which in dollars and cents is a remark- 
ably good showing, all things con- 
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not as large as they were several weeks 
ago. Prices are the same. 


We quote from 
Chicago: Highest 


jobbers’ stocks, f.o.b. 
quality manila rope, 
standard brands, 16'2c. to 17%c. Ib. base; 
No. 2 manila rope, l5e. to 15%%c. Ib.; so- 
‘alled hardware grade manila rope, 11%c. 
Ib. No. 1 sisal rope, highest quality stand- 
ird brands, 12%c. to 13%c. Ib. base; No. 2 
sisal rope, standard brands, llc. to 11%c. 
Ib. base. 

Spades and Shovels.—Sales are very 
good for this season, and prices are 
unchanged. 

Stove Pipe—The demand has been 
active for stove pipe and continues so 
with firm prices. 

We quote from 
Chicago: 6-in., 31 gage, $10.50; 30 gage, 
$11.50; 28 gage, $13.70; 26 gage, $16.40; 
6-in. elbows, 30 gage, $1.25; 28 gage, $1.45; 
26 gage, $1.70 per doz. 

Singletrees.—The amount of busi- 
ness is good and prices are the same. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 34-in. strap and varnished single- 
trees, $9 doz.; 48-in. doubletrees, $12 doz.; 
i0-in. neckyokes, $11.50 doz. 

Solder and Babbitt Metal.—The de- 
mand is of a steady character, with no 
particularly large orders being placed. 
Prices are steady. 

We quote 
Chicago: 
100° Ib.: 


jobbers’ stocks, f.o.b. 


from jabbers’ 
Warranted 50 50 


Medium 45-55 


stocks, f.o.b. 
solder, $19 per 
solder, $18 per 100 
Ib.; Tinners 40-60 solder, $17 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
standard No. 4 babbitt metal, $7 per 100 Ib. 

Sledges, Mauls and Wedges.—The 
demand is very active at this time in 
this department. Prices are unmoved. 

We «uote from stocks, f.0o.b. 
Chicago: Striking and B. S. sledges, 5 to 
16 Ib., $10 per 100 Ib.; wood chopping 
mauls, 5 to 8 Ib., $15 per 10) Ib.; common 
luted wedges, 3 to 6 Ib., $7.50 per 100 Ib. 


jobbers’ 


Sash Weights.—A new price showing 
a reduction of $2 per ton was made 
effective last week and is still in force. 


We quote from jobbers’ f.o.b. 
Chicago: Sash weights, per 

Steel Sheets.—Price trends seem to 
be upward and present quotations are 
strong in the face of an active demand. 

We quote fiom jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets, $5.15 
per 100 Ib.; 28 gage black sheets, $4.15 per 
100 Ib. 

Stove Boards.—Prices are of a firm 
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sidered. Other houses did not make as 
good a showing. While sales reported 
the past week are large, they could 
have been better. 

The retail hardware dealer of New 
England has bought cautiously for 
many months, and to-day is inclined, 
generally speaking, to continue the 
policy. His buying attitude to-day 
possibly is based to a large extent on 
developments in the credit situation. 
Collections are only fair. 

As has been pointed out before, stock- 
taking time is drawing nearer every 
day, and the feeling still persists in 
retail circles that the readjustment in 
hardware values is by no means com- 
plete. Fortunately from everybody’s 
standpoint, however, the retailer is buy- 
ing very often, although in small quan- 
tities. 

Auger Bits.—A slight downward re- 


stocks, 
ton, $38. 
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character and show no disposition to 

break. Sales have 

volume. 
We quote 


been of good 


; from jobbers’ 
Chicago: Crystal wood lined 
26-in., $14.45 doz.; 28-in.. 
in., $19 doz.; Crystal paper 
bourds, square, 26-in., $8.15 
$9.10 doz.; 30-in.. $10.80 doz. 

Sash Cord.—With an unusually good 
outlook for this season, the demand 
for sash cord continues active. Prices 
are unchanged. 

We quote from jobbers’ 
Chicago: No. 7 sash cord, standard brands. 
$8.45 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 per doz. hanks 

Screws.—Buying is on a hand to 
mouth basis and prices continue high. 

We quote 
Chicago: Flat 
per cent off list 
cent off iist; 
cent off list; 
cent off list. 

Toys.—Last minute purchases in 
toys are being made and the amount of 
business being done is large for this 
season. 


tocks, 
square 
$16.95 


f.o.b. 
boards 
doz.:; 30- 
lined stove 
doz.: 28-in 


stocks, 


f.o.b. 


from jobbers’ stocks, f.o.b. 
head bright screws, 77%-20 
round head blued, 75-20 per 
flat head brass, 72%-20 per 
round head per 


brass, 70-20 


Traps.—Trapping continues to be a 
popular pastime and the sale of traps 
is large. Excellent business is being 
enjoyed in traps throughout this sec- 
tion. Prices are as they were at the 
start of the season. 

We quote from 
Chicago: No. 0 Victor 
62.01; No. 1 Victor Giant, $2.56: No. 1% 
Victor, $3.05; No. 0 Oneida Jump, $2.37 
No. 1 Oneida Jump, $2.75: No. 1% Oneida 
dump, $4.12; No. 0 No. 1 
Triumph, $2.01; No No 
11I5X Cluteh, $3.25 

Wire Goods.—All the staples in wire 
goods are selling actively and while 
there is no heavy demand from any 
particular source, the total of business 
remains quite large. Future sales of 
poultry netting and wire cloths are of 
a satisfactory character. 

We quote from jobbers’ 
Chicago No. 8 black annealed wire Eo.8a 
per 100 Ib.; galvanized barbed wire, $4.30 
per 100 Ib.; 12 mesh black painted wire 
cloth, $2.60 per 100 sq. ft poultry netting, 
55 per cent off; galvanized after weaving, 
50 per cent off: catch weight spool galvan- 
ized cattle wire, $4.30 per 100 Ib.: 80 rod 
spool galvanized hog wire, $5.85 per spool; 
No. 8 galvanized plain wire, $3.85 per 100 Ib 


jobbers’ stocks, 


$1.71; No. 1 Victor, 


f.o.b. 


Triumph, $1.71 
1% Triumph, $3.05; 


stocks f.o.b 


vision in prices has been made on the 
Millers Falls line of auger bits. 
Automobile Accessories.—Local hard- 
ware jobbing houses say there is a 
growing tendency on the part of at 
least some of the automobile acces- 
sories manufacturers to get out new 
low-selling articles rather than reduce 
the price on standard. For illustration, 
a maker of a popular selling horn has 
placed on the market a new horn that 
lists for $10, which has many of the 
selling points of the company’s $15 
horn, which is unchanged in price. A 
manufacturer of pumps has taken simi- 
lar action, and here and there makers 
of other things are doing likewise. 
Automatic wind shield cleaners are now 
listed at $10, whereas heretofore they 
were $12.50. It is strongly intimated 
a reduction of approximately 5 per cent 
will soon be announced on a free sell- 
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ing line of automobile wrenches. On 
the other hand, an advance in electric 
tape probably will be made on or before 
the turn of the year. The passenger 
car chain situation appears to have 
stabilized itself. Weak spots to a very 
large degree have been eliminated and 
one hears very little talk these days 
of price cutting. The demand for bat- 
teries of all kinds is fairly active. 
Batteries and Bulbs——The General 
Electric Co. has announced new resale 
prices on miniature and automobile lamp 
bulbs, effective Jan. 1. The new prices 
in reality are based on an advance in 
the discount, which means a smaller 
margin of profit for the dealer. For 
less than 100 bulbs in unit packages, 
the new discount will be 25 per cent; 


for 100 bulbs or more in unit pack- 


ages 33 1/3 per cent, and for display 
assortments put up in packages by the 
manufacturer in lots of 100 bulbs or 
more, 33 1/3 per cent. The local mar- 
ket for batteries and bulbs continues 
active, and a wide variety of sizes and 
styles are moving out of stock. 

from jobbers’ stocks: 

-Leading makes, standard tu- 
bular 3-cell batteries, 5c. list; standard 
2-cell, 35c. list; baby batteries, 30c. Dis- 
counts: Less tham unit pac kages, one-third 
off list; unit packages, 40 per cent off list; 
10 or more packages, 40 and 10 per a oft 
list. Unit cells, No. 035, 15c. each; No. 950, 
lic. Boxes of 50 units, 40 per cent off list. 
Five or more boxes, 40 and 10 per cent off 
lis 


We quote 
Batteries. 


lots, list; in 
list; 100 bulbs 


Bulbs.- In less than unit 
lots, 30 per cent off 
40 per cent off list. 
Spotlights.—Eveready, No. 2674, nickel, 
complete, $4 Ist; No. 2672, fiber, complete, 
3.74 list. Special bulb for same, No. 1162, 
30 ce. Three unit cells, No. 950, 17¢c. each; 

No. 935, 15c. each. 

Bolts and Nuts.—Conditions prevail- 
ing in the local market for bolts and 
nuts show very little change, except, 
perhaps, there is less tendency among 
the jobbing houses to cut prices. This 
change of heart appears to be based 
largely on a sudden’ awakening as to 
what freight charges amount to. In 
making an investigation jobbers have 
found that the freight on 4% to % in. 
machine bolts, on the average run of 
orders placed with the mills, is 15 per 
cent of the cost of the bolts f.o.b. Pitts- 
burgh; as high as 16 per cent on % 
to 1 bolts f.o.b. Buffalo, and easily 
9 per cent on 5/16 to 2% in. stock f.o.b. 
eastern Pennsylvania. At prices which 
these bolts have been selling, the job- 
bers found they were losing about 5 
per cent on every dollar’s worth sold. 
All of which explains in a large meas- 
ure why the jobbers have tightened up 
on selling prices. The demand for bo!ts 
and nuts is only moderately good. It 
is understood that Eastern stove bolt 
makers are behind on deliveries, but 
shipments on other kinds of bolts and 
on nuts are coming from the mills satis- 
factorily. 


unit 
assorted, 


stocks: Machine 


quote from jobbers’ 
4-in., smaller and 


bolts with H P nut . x 
shorter cut threads, 60 per cent discount, 
larger and longer, 5%, and 5 per cent dis- 
count, with C T D nuts, 50 per cent 
discount; tap bolts. 10 cent discount; 
esnmon carriage bolts, small, 50 and 10 
per cent discount; large, 50 und 5 per cent 
discount: stove bolts. 50 and 16 per cent 
discount; bolt ends, 50, 10 and 5 per cent 
discount: tire bolts, 60 per cent discount. 
Nuts, H P square, blanks, $2.50 per 100 
Ib.; tapped $2.25; C P C and T square, 


per 
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tapped, $2; se mi- -finished hexa- 
gon nuts, 9/i6-in. and smaller, 75 per cent 
discount, larger, 70 per cent discount; 
finished case hardened nuts, 60 and 10 per 
cent discount; machine screws, nuts, iron, 
list; machine screws, nuts, brass, 25 per 
cent discount. 

Canned Heat.—Sales of canned heat 
continue very satisfactory. In fact, 
the popularity of this class of merchan- 
dise appears to be growing among re- 
tail hardware dealers rather than de- 
creasing. As a holiday proposition, 
canned heat together with the various 
fixtures that go with it, is becoming 
more and more of a factor in the hard- 
ware field, and in numerous instances 
retail dealers have found that by mak- 
ing attractive window displays, sales 
and public interest are easily increased. 

We quote from jobbers’ stocks: Sterno, 
$10.80 per gross, in any quantity; Theroz, 
$14.70 per gross, in any quantity; No. 4006, 
90c. per doz, net or $10.80 per gross; 
larger size, $2.10 per doz. Sterno cooking 
ware No. 4001, stand with boiler (small), 
$9 per doz.; No. 4041 (large), $24 per doz.; 
334%, per cent discount. Tea kettle, with 
tray, $3.50 net each. Folding stoves, single 
burner, $24 per doz.; double burner, $30 per 
dcz.; discount 33% per cent. 

Theroz Cooking Ware.—Paragon burners, 
10c. each; No. 4 burners, $2 per doz.; Con- 
tinental (copper), $4 per doz.; Continental 
(nickel), $3 per doz.; blue flame stoves, two 
burners, $2.35 each; combination mess kits, 
3.33 each. 

Clamps.—At least one manufacturer 
of carriage clamps has dropped his line 
approximately 40 per cent. This re- 
duction in turn is reflected in jobbing 
prices. There is always a call for this 
class of stock from machine shops. 


Cutlery.—Just at the moment there 
is an excellent demand for a two-blade 
gold plated pocket knife, made in 
America, which jobs out at $2 per doz., 
and other styles of pocket knives are 
selling fairly well. The market for 
butcher knives is quiet. The demand 
for table cutlery, on the other hand, is 
very good, all things considered. 


Cutters.—A_ reduction of approxi- 
mately 10 per cent has been made on 
Armstrong high-speed cutters. 

Drills and Reamers.—Although busi- 
ness is by no means brisk, sales of 
drills and reamers are very much bet- 
ter than they were a month or two 
ago. The demand, however, runs large- 
ly to the smaller sizes. 


We quote from jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in., tap- 
ered and straight shank. 50 and 5 per cent 
discount; bit stock drills, 50-10 per cent 
discount; center drills, 50 per cent discount; 
drills and countersinks combined, 10 per 
cent discount; ratchet drills, 20 per cent 
discount; wood boring brace bits, 45 per 
cent discount; high speed, wire gage and 
letter sizes, plus 5 per cent; straight and 
tapered shank, 1/16 to %-in., plus 15 per 
cent; 33/64 and larger, plus 15- 10 per cent; 
all other kinds of drills, 50 per cent dis- 
count. 

Reamers.—Bit stock, 30 per cent dis- 
count; bright square and T S standard 
makes, 65 per cent discount: chucking, 25 

tapered pins, 40 per cent 


per cent discount; 
liscount: escutcheon pins, 45 per cent dis- 
fluted rose and socket ream- 


count; shell 
ers, 20 per cent discount. 


blank, $2.50 


Galvanized Ware.—As is to be ex- 
pected at this season of the year when 
the first snows and ice come, Mrs. 
Housekeeper finds she cannot put off 
longer the purchase of that carbage 
can, and father decides a new ash 
barrel or two is a necessity. As a 
result, the movement of galvanized 
ware shows a slow but steady increase, 
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according to sales figures made known 
by jobbers. 


We quote from jobbers’ stocks: 

Ash Cans.—Galvanized, No. 04118 
each; No. 190, $4.50 each. 

oal Hods.—Japanned, with wood han- 
dles, 15-in., $3.90 per doz.; 16-in., $4.24; 17- 
in., $4.64; galvanized, with wood handles, 
15-in., $5.40; 16-in., $5.95; 17-in., $6.40; 18- 
i $6.90. 

Pails.—Eight-qt., $2.28 per i0-qt., 
$2.52; 12-qt., $2. 78; 14-qt., : heavier 
pails, 40 Ib. ‘to the doz., $4.08; 50 Ib. to the 


doz., $5.24. 

Tubs.—Galvanized, No. 200, $12 
doz.; No. 300, $13.25. 

Garbage Cans.—Galvanized, No. 1, 
per doz.; No. 2, $1.48; No. 4, $1.08. 

Heaters.—Belated orders for oil 
heaters continue to find their way into 
this market and local stocks are clean- 
ing up splendidly. 

We quote from jobbers’ 
Perfect heaters, No. 12, 
No. 15, $6.75; No. “016, $8.10; No. 
$10.35; No. 1600, $9.60; No. 1900, $11.85. 
Discount in lots of less than ten, 30 per 
cent; discount in lots of ten or more, 3314 
per cent. 

Picks and Mattocks.—Local jobbers 
have made a slight downward revision 
in their quotations on picks and mat- 
tocks, following new lists recently 
issued by the manufacturers. 


doz.; 
12 


per 
$1.68 


Nesco 
each; 
0190, 


stocks: 
$5.25 list 


Rope.—The market on manila rope 
has advanced another 1 cent per Ib. 
bringing the base price up to 20 cents. 
Just about a month ago the base price 
advanced from 18 cents to 19 cents. 
The market on sisal rope is unchanged 
at 15 cents base. 

We 
rope, 
base. 

Shovels.—Wooden and steel snow 
shovels continue to move out of local 
stock freely, but largely on back orders. 
Some of those retail dealers in Maine, 
New Hampshire and Vermont, who did 
not place orders with the jobbers some 
time ago, are doing so now, but such 
invoices usually are for small lots. 


Sleds.—Sleds of all kinds are com- 
ing forward from the manufacturers 
more frequently because jobbers, in 
turn, are receiving shipping instruc- 
tions from retail dealers. Goods are 
reshipped just about as fast as they 
arrive, consequently the market keeps 
pretty well cleaned up all the time. 

We quote from jobbers’ stocks: 

Flexible Fliers.—No. 1, $2.84 net each; 
No. 2, $3.34; No. 3, $4.34; No. 4, $4.67: No. 
5, $6.34; Racer, $4.50; Junior Racer, $°.67 

Speedaway.—-No. 99, $14.40 per doz., net: 
No. 100, $16.20; No. 150, $20.40: No. 200, 
$25.20; No. 250, $28.80; No. 300, $33.60. 

Paris Line.—-Discount is 40 per cent. 


from: jobbers’ stocks: Manila 


quote 
Sisal rope, 15c. per Ib., 


20c. per Ib. 


Screws.—The market on wood screws 
continues open. Most jobbing firms are 
now quoting flat-head iron screws at 
77%, 20 and 10 per cent discount, 
whereas only a short time back the 
general asking price was 771, 20 and 
5. There are, however, certain con- 
cerns willing to give an extra 24 per 
cent discount on large lots. To a large 
extent the price to-day depends upon 
the source of original supplies. The 
market on machine screws, on the other 
hand, appears very firm. It is gener- 
ally admitted by manufacturers in the 
East that they are selling at prices 
very close to cost, which eliminates a 
certain element of uncertainty as to 
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the market’s basis, inasmuch as the 
average jobber feels reasonably sure 
the market is on bottom. 


We quote from jobbers’ lists: 

Wood Screws.—lIron, bright, flat, 77%, 20 
ind 10‘per cent discount; round and oval, 
7h and 20 per cent; fillister, 75 and 20 per 
eent; blued, flat. add 75, 20 and 10 per 
ent; japanned, flat, 70, 20 and 10 per cent 
discount; round, 67%, 20 and 10 per cent; 
tinned, flat, 62%, 20 and 10 per cent dis- 
count; round, 60 per cent; galvanized, flat, 

4, 20 and 10 per cent discount; round, 

, 20 and 10 per cent; coppered, flat, 72%, 
97 and 10 per cent discount: round, 70, 20 
and 10 per cent; bronze plated, round and 
flat: nickel plated, round and flat; silver 
plated, round and flat and brass plated, 
round and flat, all 65, 20 and 10 per cent 


discount, 
Wood Screws.—Brass, bright, flat, 72%, 


20 and 10 per cent discount; round and oval, 
70, 20 and 10 per cent discount. Nickel 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Nov. 28. 


a most encouraging feature in the 
heavy iron and steel trades is the ac- 
tive new inquiry for steel cars that 
is coming out from the railroads, 
coupled with the orders that have al- 
ready been placed. In the past month, 
no less than 7,000 cars have been 
placed, inquiries are out for 13,000 
more, and it is known positively that 
more inquiries for about 8,000 cars 
will come out from the roads between 
now and the first of the year. On an 
average, 10 tons of steel are used in 
the building of a new car, so that the 
cars already placed, with those that will 
be given out in the next month or so, 
will take not less than 300,000 tons of 
steel, and the quantity may be larger. 
The purchase of these new cars by the 
railroads means that many tons of. steel 
in the smaller forms will be needed for 
them, bolts and nuts, sheets and other 

_ products. Best of all, these orders 
mean that the railroads have actually 
started to buy, and this, more than 
anything else, will hurry the return of 
normal conditions in the steel trade. 

Prospects of an early reduction in 
freight rates on iron and steel products 
are not so good as they were several 
weeks ago. Recently the presidents of 
some of the larger railroads met in 
New York and agreed to extend to 
March 31 the reduction on iron ore 
rates made about six weeks ago, and 
which amounted to about 28 per cent. 
At the same time, the railroads re- 
fused to grant any reductions at pres- 
ent in freight rates on coal, coke and 
limestone used in the manufacture of 
pig iron. It is now believed impossible 
for any reduction in freight rates on 
steel products to come before April 
1, or later. 

There is not much else of interest 
in the heavy steel trade to report at this 
time. There is not much change in the 
rate of operations. The United Steel 
Corporation is running at the rate of 
about 50 per cent in furnaces and mills, 
while the independent steel companies 
are operating at a slightly less rate. 
There is not likely to be much change 
in the rate of operations in the steel 
trade until after the first of the new 
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plated, flat, 65, 20 and 10 per cent discount: 
round, 65, 20 and 10 per cent discount. 

Wood Screws.— Bronze, metal, plain, 
brown, 67% per cent discount; round and 
oval, 65 per cent. 

Machine Screws, Etc.—Coach screws, 50 
and 10 per cent discount; set screws, in- 
cluding headless, 65 and 10 per cent dis- 
count; cap screws, square and hexagon, 65 
to 75 per cent discount; fillister, 40 and 10 
per cent discount; tlat, 30 per cent discount; 
button head, 20 per cent discount: lag 
screws, 50 per cent discount; iron machine 
screws, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount; 
flat and round head brass, 40 per cent dis- 
count, fillister, 35 per cent discount. 

Wrenches.—Coes wrenches, which 
heretofore were quoted here at 33 1/3 
per cent discount, are now 40 and 10 
per cent discount, and parts are cor- 


respondingly cheaper. Wrench manu- 
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year. All the steel companies take in- 
ventory in December, and usually close 
down for a week or two until this has 
been completed, so that operations in 
the last two weeks of the year may be 
less than they are now. 

Price changes in the past week in 
heavy steel trade were unimportant, ex- 
cept that on Nov. 19 practically all 
makers of sheets withdrew the prices 
of 2.75 cents on No. 28 gage black 
sheets, and 3.75 cents on the same 
gage of galvanized, and are now quot- 
ing 28 black at 3 cents, and 28 gal- 
vanized at 4 cents, and the market now 
seems to be strongest at these prices. 
No chance was given this time for the 
trade to cover ahead at the old prices. 
However, jobbers and consumers of 
sheets are pretty well fixed with stocks 
for some time ahead, so that new buy- 
ing at the higher prices will likely be 
quiet, until it is demonstrated that the 
new prices are going to hold. 

Low prices are being quoted in this 
market on common iron bars made by 
Eastern mills, as low as 1.50 cents per 
Ib. having been named on late inquiries. 

General conditions in the hardware 
trade are fairly satisfactory. Trade 
is not as active as could be desired, but 
the new demand for holiday goods is 
heavy, and indicates that the demand 
for toys and other goods handled by the 
hardware trade is going to be as heavy 
this year as it was last year. 

The demand for hardware from the 
country trade is quiet. Farmers feel 
that they are being discriminated 
against in the prices they are receiv- 
ing for their products, and which they 
say are below cost of raising them, 
and they are not buying any goods they 
ean get along without. With wheat 
around $1 per bushel, farmers say it 
costs about $1.25 to raise it, and if this 
is true, they have some basis for their 
claim that their products are selling be- 
low actual cost. 

The employment situation in the 
Pittsburgh district is steadily getting 
better, in fact is more active now by 
far than at any time since the war 
ended. 

Collections are reported fairly good, 
but from the country trade are slower 
than for some months. 


facturers are endeavoring in various 
ways to increase sales. One maker of 
Stillson wrenches is putting 10 in. wood 
handle Stillsons up in_ attractive 
Christmas boxes for the holiday trade, 
and is having considerable succ 

We 
” and 5 per discount. 
wrenches and part new 
cent discount: Coe wre 
per cent discount: dro 
per cent 
50 and 


quote jobbers’ stocks: St on, 
Trimo pe 
list, 55 and 
nehes, 40 and 10 
p forged wrenches, 40 
discount: agri iral wrenches 
10 per cent discount. 


> per 


Zine.—The market for sheet zine con- 
tinues weak, it now being quoted at 
10’ cents per Ib. base, as against 11 
cents, heretofore. Earlier in the month 
the market eased off 1 cent to 11 cents. 


Aluminum manu- 
facturers of aluminum knives and forks 
have just reduced prices these 
goods from 30 to 35 per cent. In spite 
of these heavy reductions in prices, it is 
said the foreign goods are still about 30 
per cent lower in price than the domes- 
tic goods. 


Knives.—Foreign 


on 


Automobile Accessories.—The recent 
heavy reduction in prices of tires and 
tubes, noted in detail in our report of 
last week, does not seem to have in- 
creased the demand to any great extent 
as yet. It is a fact that tires and tubes 
are now selling below pre-war prices. 
The demand for general accessories is 
fair, but most of the new demand is for 
engine covers, tire chains, anti-freezing 
solutions and other similar goods. 
Prices are holding fairly strong. Job- 
bers quote from stocks, f.o.b. Pitts- 
burgh, about as follows: 

Reliance jacks, No. 1, $2.3 
in lots of 12; A. C. Titan spat 
in lots up to 10, and 58e. in 
1@ to 100; Derf spark plugs. S6e ‘ 
all sizes, in lots less than 50; Champie 
se. each for less than 100 and 48e. 
for over 100; Champion regular, 58e. 


for than 100, all ind 56e 
for 100 


less 


over 


SIZeSs, 


Brass Escutcheon Pins.—John Has- 
sell, Brooklyn, N. Y., has announced a 
reduction in prices on brass escutcheon 
pins of about 10 per cent. 


Brass and Copper Tubing.—Makers 
of low brass seamless tubing, and also 
of copper tubing, have announced an 
advance of '% cent per Ib. in these 
goods. No change was made in prices 
of high brass tubing. 

Builders’ Hardware.—Persistent re- 
ports are that the Statler hotel inter- 
ests have decided to erect a hotel in 
Pittsburgh which will have 2,100 rooms 
each room to have bath. One report 
has it that this hotel is to be built on 
Wood Street in this city and will re 
place a large department store now oc 
cupying the The report 
be verified, but is said to be correct. If 
this project develops, it w nean a 
tremendous demand for hardware and 
other goods handled by the hardwar« 
stores, and used in new building work. 
The general demand for builders’ hard- 
ware is much better than for 
months, and prices are holding fairly 
steady. 


site. not 


some 
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Copper Sheets and Bars.—Owing to 
the recent several advances in prices on 
iaw copper, and which are likely to go 
still higher, makers of copper sheets 
and bars have advanced prices ‘2 cent 
per Ib. 

Hog Rings—F. P. Smith & Co., 
Sharon Hall, Pa., have announced a re- 
duction in prices on hog rings and ring- 
ers. 

Iron and Steel Bars.—There is no 
betterment in the new demand for 
either iron or steel bars. Prices on iron 
bars are especially weak. No common 
iron bars are made by Pittsburgh mills, 
but Eastern mills that make them are 
quoting as low as 1.50 cents f.o.b. Pitts- 
burgh. Steel bars are still about 1.60 
cents, but on a desirable order this 
price could readily be shaded. 

We quote 
at .50ce. to 
from billets, 
bars, rolled from old 
refined iron bars, 2c. 
f.o.b. mill, Pittsburgh. 

Lantern Globes.— The American 
Glass Specialty Co., Monaca, Pa., has 
announced an advance in prices on lan- 
tern globes. 


Screen Doors and Windows.—Jobbers 


steel bars rolled from billets 
1.60c.; reinforcing bars rolled 
1.50c. to 1.60c. base; reinforcing 
rails, 1.45¢. to 1.50¢.; 
to 2.25¢c. in carloads 
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538 Guardian Building, 
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OBBERS continue to do a satisfac- 
Y tory volume of business and their 
sales are expected to show a gain in 
orders for holiday goods that are be- 
ginning to come in. With local retail 
merchants business is somewhat ir- 
regular. Sales have increased with 
downtown merchants who report that 
business fairly good. In the out- 
lying districts, business continues 
rather slow, but retailers are stimulat- 
ing activity with special sales, 

Retail merchants are placing orders 
quite freely for merchandise for the 
Christmas trade, the items that are 
most active being electrical cooking 
utensils, cutlery, glass baking ware, 
skates and sleds. Jobbers are booking 
considerable future business in screen 
doors and windows, poultry netting and 
wire cloth and rope. 

While few price changes are re- 
ported, the market shows somewhat 
of a downward tendency on various 
items. On some lines of merchandise 
jobbers are reducing surplus stocks by 
cutting prices on certain items, and 
some of the manufacturers seem to 
have adopted a more aggressive policy 
in making sales direct to retailers, and 
on some lines of merchandise are nam- 
ing concessions from prices that have 
been prevailing. 


is 


Automobile Tires and Accessories — 
The recent price reductions in casings 
and tubes have stimulated sales some- 
what. The reduction in tire prices 
ranges from 10 to 30 per cent, and with 
the present low prices the trade be- 
lieves that no further reductions can 
be expected. Tire chain and other ac- 


HARDWARE AGE 


and retailers say they are surprised at 
the early active demand they are hav- 
ing for both screen doors and windows. 
Prices are guaranteed for the 1922 sea- 
son by the makers. 

The Continental make of screen doors, 
2-ft. 8-in. by 6-ft. 8-in., this being a stand- 
ard size of screen door, are now quoted by 
jobbers as follows: No. 241, $17.65 per doz.; 
No. 288, $22.50; No. 315, $33.45; and No. 
457 G, $21.80 per doz. Continental window 
screens are quoted by jobbers as follows: 

‘f 533, $4.20 per doz.; No. 1833, $4.65, and 

3, $5.65 per doz. 

Sheets.—Effective from Nov. 19, most 
makers of sheets advanced prices about 
$5 per ton, and in addition did not ex- 
tend to the trade the privilege of cover- 
ing ahead at the old prices. The new 
price on black sheets, 28 gage, is 3 
cents per lb. and on 28 galvanized, 4 
cents per Ib. No advance was made in 
prices on blue annealed sheets. The 
market is strong. Some jobbers have 
slightly advanced prices, but others 
have made no change as yet. Jobbers 
are quoting from stock about as fol- 
lows: 

Blue 3c.; No. 
3.25c. to 


annealed sheets, 2.75¢. to 

gage Bessemer black sheets, 
3.50c., and No. 28 gage galvanized, 4.25c. 
to 4.50c. in small lots from store. Prices 
quoted depend largely on the size of the 
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cessories are moving rather slowly. 
Owing to weather conditions there has 
not yet been much call upon retailers 
for tire chain. 
We from stocks, f.o.b. 


quote jobbers’ 


Cleveland: Reliance jacks, No. 1, $2.33; No. 
9 


$3.33, in lots of 12; A. C. Titan spark 
p!ugs, 65c. in lots up to 10, and 58c. in lots 
of from 10 to 100; Derf spark plugs, 96c. 
each for all sizes, in lots less than 50; 
Champion X, 50c. cach for less than 100 
and 48¢c, each for over 100; Champion regu- 
lar, 58c. each for less than 100, all sizes, 
and 56c. each for over 100. 

Axes.—A few orders are coming in, 
but axe sales seem to be pretty well 
over for the season. Prices are un- 
changed. 

Jobbers quote: First grade single bitted 
axes, handled, $21 per doz.; unhandled, $17 
per doz.; double hitted axes, handled, $26.50 
per doz.; unhandled, $22.56 per doz.; sec- 
ond grade axes, single bitted, handled, $19 
per doz.; unhandled, $16 per doz.; double 
bitted, handled, $24 per doz.; unhandled, $21 
per doz. 


Brushes.—Paint brushes are still 
moving fairly well for spring delivery, 
with prices guaranteed until time of 
shipment, 

Bolts and Nuts.—The demand for 
bolts and nuts is rather slow, but prices 
seem to be a little better maintained 
than they were a few weeks ago. 

Jobbers quote: Large and small machine 
bolts, cut thread, 65 per cent off list: car- 
riage bolts, large and small, cut thread, 60 
to 65 per cent off list: stove bolts, 75, 10 
and 5 per cent off list 

Binder Twine.—Jobbers are com- 
mencing to take orders for binder 
twine for next spring’s shipment, sub- 
ject to prices to be named later. Sales 
are fairly good. 

Blasting Fuse.—Prices on blasting 
fuse have been reduced, and jobbers 
now quote single tape at $7.50 and 
double tape at $9 per thousand. 

Buck Saws.—Buck saws are in active 
demand and some of the jobbers are 
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Wire Products.—As yet no advance 
in prices has been made by the Amer- 
ican Steel & Wire Co. on wire products, 
and it is believed now that none will be 
made in the near future. Jobbers quote 
prices as follows: 

Wire nails, $3.25 base per keg; galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails, taking an advance 
over this price of $1.25, and shorter than 1 
in., $1.75; bright Bessemer and basic wire, 
$2.85 per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.85; galvanized wire, $3.45; gal- 
vanized barbed wire, $3.85; galvanized fence 
staples, $3.85; painted barbed wire, $3.35; 
polished fence staples, $3.25; cement-coated 
nails, per count keg, $2.80; these prices 
being subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days, 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carloads lots, 67 to 
69% per cent for 1000-rod lots, and 66 to 
681%4 per cent for small lots, f.o.b. Pitts- 
burgh. 

Safety Chain—The Acme Mfg. Co., 
Waterbury, Conn., has announced a re- 
duction in prices on its full lines of jack 


and safety chains. ; 


Wrenches.—The Coes Wrench Co., 
Worcester, Mass., has announced a re- 
duction of about 10 per cent on its full 
line of Coes wrenches. 


naming special prices for these saws 
to move their stocks. 

Builders’ Hardware.—The demand 
for builders’ hardware has held up 
surprisingly well for this season of the 
year. Considerable building work is 
still going on locally and it is expected 
that there will be a fair demand for 
builders’ hardware for some time. 

Copper Rivets and Burrs.—Prices on 
copper rivets and burrs have declined 
10 per cent. These are now quoted 
by jobbers at 50 and 10 per cent off 
list. 

Cutlery.—Sales of cutlery by jobbers 
have increased materially during the 
past week owing to the placing of 
orders for holiday stocks. Carving 
sets and carving knives, butcher 
knives, shears, scissors, silverware and 
safety razors are all moving well. 

Electrical Goods.—A good demand 
has sprung up for irons, percolators, 
toasters and other electrical household 
utensils for the holiday trade. 


Eaves Trough and Conductor Pipe.— 
The demand for these items has slowed 
down. Prices are unchanged. 

Jobbers quote: Galvanized eaves trough 
crated, at 78 per cent off list. Conductor 
pipe, crated and nested, 71 per cent off list 
crated and not nested, 68 per cent off list 

Fuse Plugs.—Another price reduc- 
tion has been made on fuse plugs, The 
present cut is 20 per cent and is evi- 
dently due to the keen competition 
among manufacturers for business. 

Flashlights.—Orders for the holiday 
trade has stimulated a demand for 
flashlight cases and batteries, which 
are moving in very good volume. 
Prices are stable. 

Flashlight and Automobile 
Bulbs.—It is intimated in the 


Lamp 
trade 





December 1, 1921 


HARDWARE AGE 


Mill and Hardware Supplies Prices—November 29, 192] 


8ARS—CRO 
Steel tn og To to 40 ae. 


Pinch Bars, 10 to 40 Ib., 
&8¢ 


BELTING—LEATHER— 
From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 o8..35% 
Belting, Heavy, 16 oz. % 
Belting, Medium, 14% oz..40% 
Belting, Light, 13 oz 50 
Second quality, Sides 

Second Quality, Shoulders.. 

Cut Leather Lacing, Strictiy 


No. 
Leather 1 Lacing Sides, per sq. 

ft. Raw Hide, No. 1 in- 

side 17 sq. ft. ‘and over. ae 
Under 17 sq. ft 

Rubber— 

sou oe (Low Grade) preted 
Standard 40&10% 
Best Grades 
BLOCK S—Tackle— 
Common Wood 


Carriage, Machine, &c.— 
Common Carriage (cut thread): 
% «x 6, and smaller. ..40&10% 
Common Carriage (rolled 
thread): 
% «+ 6, and smaller. .50-10-5% 
Larger or longer 
Phila. Eagle, 
Bolt Ends, H. P. 
Machine (cut thread): 
« 4, and smaller... .60-5% 
Larger or longer... .50-10-5% 
DRESSING—Belt— 
Liquid in gal. cans, gal. .$3.00 


DRILL AND DRILL 
sTOCKS— 

Twist, Bit Stock......5010% 
Twist, Taper and Straight 


Shank aS 
Wire Gauge Jobbers’ and ’R. ox 
Blacksmith 
Brace Drills for Wood.. (Au 3% 
EMERY—Tarkish— 


Out of market at present time. 
Domestic, IB. .ccwcce 1l¢ 


HAMMERS AND 
SLEDGES— 


Over 5 Ib 60-10-10% 


OILERS— 

Steel, Copper Plated... .6624-5% 
hace, Brass and Copper. .10% 
Railroad, coppered. 

Chace, vine Pl 

Railroad, brass 


PICKS AND MATTOC KS— 
Railroad 
Contractor’s Picks 
Discount 
ROPE— 
Eastern Retail Trade. Per Ib. 
Manila, % in. diam. and larger: 
Highest Grade..18¢ tb. base 
Second Grade 5¢ base 
Hardware Grade 
Sisal, 4% in, diam. and larger: 
Highest Grade 23¢ 
Second Grade .. 20¢ 
Sisal, Hay, Hide and ‘Bale "Ropes, 
Medium and Coarse: 
First Quality, 23%4¢; second 
quality 20%¢ 
Sisal, Tarred, Medium Lath 
arns: 
irst quality 
Second quality 
Cotton Rope: 
Best 5/16-in. and larger, 
50¢ to 60¢ 
Medium, 6/16-in. and larger, 
47 @48¢ 
Third Gr., 5/16-in. and 
larger ...ce.02---45 @ 46¢ 
Jute: 
No. 1. %-in. and al 
No. 2, %-in. and up....17%¢ 


SAWS AND FRAMES— 
Hack— 

Saw Blades: 

6 i 

7 

8 

9 

10 

11 


12 


14 


hunting season 


in full blast. 


is 


Saw Frames— 
, er di 


ly / aa $3 
Steel, adj., 8 to 12 in., per doz., 


Steel, adj., steel hdle., 


Star S. Frame. $18. 
Adj. Pistol: Grip, per doz. .$19.09 
SCREWS— 
Coach, Lag and Jack— 
Coach, Gimlet Point. -60-5% 
ek Screws— 
Sunt “List 
Machine— 
Cut Thread Iron, 
Fiat Head or Round Head, 
50&10% 
Fillister or Oval Round Head, 
50&10% 
Fillister or Oval Head.40&10% 
— Thread Iron, F. H. or 


80 
Fillister or Oval Head. "80% ’o 
Rolled Thread Brass: 
F. H. or R. H 75-5% 


Fillister or Oval Head 60 % 


Set and Cap— 
Flat Head, Iron 
Set (Steel) net advance over 
iro n 
Sq. Hd, Cap 
Hex. Hd. Cap 
4%” and smaller 
58” and larger... 
Fillister Head Cap 
Wood 
Flat Head Iron 77 
nad icad i? " ° 6 ‘ 


° S0&10&5 % 


lat H a 1, Brass ( 
Round Head, Brass...70-20-10% 
-55&10&10 % 


Flat Head, Bronze. 
Round Head, Bronze 


524&10&10% 


STOCKS, 
TAPS— 

Sets 

Hand Taps, % 


DIES AND 


Yt 


Guns 


nails and 


M. S. Taper Taps, No. 2 to 
12 im. ins. . is 50- 10-5% 
M. S. Taper Taps, larger. 45-5% 


W ASHERS—Cast— 
Over %-inch, barrel lots, per 
100 Jb, 6.25 


Iron and Steel 
Size Bolt... Sg y 
Washers $9.75 8.50 6.75 
% vs 
6.50 6.40 
WRENCHES— 
All igeter or Cc rocodil e. rr 3 


Stilison pattern ° 0X5 © 
Genuine Walworth Sti llson, 
624% 
METALS— 
Tin— 
Str 


Copper— 
Lake t 1c 
Eleett 15% ¢ 
Castir ‘ 
Spelter and Sheet Zine— 
Western ter ..- 64 @7é 
Sheet Zi No, 9 base, cust 

llé oF} 111 


Lead— 


American P Pe 5% @64¢ 

Bar, Per Ib.. z 

Solder— 

2 nteed pl ¢ 

Ne 2 

Refined - -17%¢ 

Prices on solder indicated by 

private brand vary according to 
composition. 


Babbitt Metal— 
Best grade, per 
Commercial grade, per Ib....40¢ 
Antimony— 
0% @6%¢ 
Aluaminum— 


No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for 
remelting, per 29@31¢ 


Asiatic, Per Ib 


wire is moderate 


that price advance will be made around 
the first of the year to jobbers and 
“retailers on flashlight and automobile 
bulbs. According to the reports there 
will be no change in the retail sale 
prices, which will mean a smaller mar- 
gin of profit for dealers. 

Fence.—Practically no orders are 
being booked for fence at present. 
Prices are unchanged. 

Jobbers quote fence, f.o.b. Pittsburgh, at 
68 per cent off list for mill shipment and 
67 per cent off list for less than carloads, 
mill shipments. 

Feed Cutters.—Jobbers report con- 
siderable demand at present for feed 
cutters, and prices are somewhat ir- 
regular. 

Food Choppers.—The demand for 
food choppers is quite active and prices 
are firm. 

Galvanized Ware.—The weakness in 
prices on galvanized ware which pre- 
vailed recently seems to have about 
disappeared and the trade is not look- 
ing for lower prices. The demand is 
fair, 

Jobbers 


quote galvanized tubs with 
~ 


attachment: No. 1, $7.25 per doz ; 

25 per doz.:; No. 3, $9.25 per doz 

"Red Band tubs, No. 1, $13.75 per 

No. 2. $15.50 per doz; No. 3. $17.25 

* doz. Standard pails, 10-qt., $2.25 per 

r.: 12-qt., $2.50 per doz.; 14-qt., $2.75 per 
doz. ; 16-qt., $3.40 per doz. 


Guns and Ammunition.—Sales of 
shells are very heavy now that the 


continue to move fairly well. 

Handles. — Handles are moving 
rather slowly, as is usually the case 
at this time of year. 

Jobbers quote: hickcry axe _ handles, 
single and double bitted, best grade, $5 per 
doz.; XXX grade, $4.35 per doz.; XX grade, 
$3.60 per doz.; X grade, $3 per om. 4 

American Fork & Hoe Co.'s ood “DD 
shovel, spade and seoop handles, "x gracdk 
$6 per doz malleable “D" grade manure 
fork and spading fork handles, $5 per doz 
X grade, long shovel spading handles, $4.50 
per doz.: hay and manure fork handles 
grade, 4-ft $3.15 per doz x 
per doz 2g Ado {-ft $4 
114-ft., $4.60 per doz. 


Jack Chain.—One leading maker has 
reduced prices on jack chain 10 per 
cent, and is now quoting Nos. 8 to 18 
chain at 40 and 10 per cent off the list. 

Levels.—The demand for levels is 
light and prices are unchanged. 

Jobbers quote Stanley evel is follows 
No. 0, cherry, non-adjustable plumbs and 
levels, $11.50 per doz same, adjustable 
with brass trimmings, $20 r doz I 93 
mahogany levels adjus table ind 
hound, 24-in., $2.89 each; 26-in., $3.13 
in., $3.26: 30-in., $3.40 

Mail Boxes.—Prices on sheet metal 
mail boxes have been reduced 10 per 
cent. The demand for mail boxes has 
become quite active, evidently being 
stimulated by the campaign of the Post 
Office Department urging people to pro- 
vide boxes for their mail. 


Nails and Wire.—-The demand for 


Prices are unchanged. 
Jobbers quoté 
s than « 


innealed 
vinized 

cement oated 
taples, $3.55 per keg; 


$4.05 per keg 


Oil Cook Stoves.- 
stoves are being sold for 
livery, but orders are not plentiful. 
Prices are unchanged. 


-Some oil cook 


spring de- 


Ovens.—Sales of ovens are light 
prices are unchanged. 

Jobbers quote glass d 
$2.60: No. 7h ~ 

iding sizes thout 

$° 9o5 i 1 84 

being circu- 
there will 


Paints.—Information 
lated in the trade that 
no¢price reductions in paints and var 
future. N nore 
made 


nishes in the near 
definite announcement has 
since the recent meeting the paint 
manufacturers. Sales at ight. 
obber ‘ ’ 


ithe ‘ if ur ! 2 
white lence t 1 per Ib. for 100-Ib 


Poultry Netting and Wire Cloth. 





90 


Sales of poultry netting and wire cloth 
are being made in good volume for 
spring shipments. The market on wire 
cloth is not firm and considerable price 
cutting is reported, a price as low as 
$1.75 per hundred sq. ft. being named. 

We quote prices as follows for mill or 
stock shipment: Poultry netting, 50 per 
cent discount. Twelve mesh black wire 
cloth, $1.95 to $2 per 100 sq. ft.; galvanized, 
$2.40 per 100 sq. ft.; bronze wire cloth, 
14-mesh, $6.75 per 100 ft. 

Rope.—A price advance of 1 cent per 
pound has been made on manila rope. 
Jobbers have not yet made this advance, 
but expect to in a few days. Sales for 
spring shipment are quite heavy. 

Jobbers quote best grade manila rope at 
16%c. per lb. for mill shipment and 17%c. 
per lb. for stock shipment, and sisal rope 
at 13c. per Ib. from mill and 13'4c. per tb. 
from stock. 

Refrigerators.—Sales on _ refrigera- 
tors are light. Many retailers are ad- 
vising salesmen that they will not place 
orders until after the first of the year. 


Rubber Roofing.—-This is a dull sea- 
son in rubber roofing and some manu- 


AGE, 
So., 
Minneapolis, 1921. 
NX ONDITIONS in general remain 
C about the same as for the past 
two weeks, business being fair. From 
now until Christmas a good business is 
expected in such items as sleds, skiis, 
skates, toboggans, ete. Stores that 


Office of HARDWARE 
3725 Colfax Ave. 
Minn., Nov. 26, 


put on speciat sales each month and 


advertise heavily are able to stimulate 
a good deal of business. This is profit- 
able for such stores as are still long on 
many items bought during the war 
period. These advertisements have 
demonstrated that the public is willing 
to buy and has the money when prices 
are where they think they should be. 

No great improvement in sales in 
this territory can be expected until 
spring, unless unexpected conditions 
should develop. 

Price changes have been .few and 
comparatively unimportant. 

Builders’ Hardware.—This line con- 
tinues to be one of the best sellers in 
the average hardware store, and much 
new construction work is getting under 
way. 

Axes.—The market for axes is some- 
what better than it was, but total sales 
are not large. Prices are firm. 

We quote from local jobbers’ stocks: 
Single bit, . $14.50; double bit, $19.50, base 
weights. 

Brads.—Brads are moving freely, due 
to activity in construction work. 
Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
Brads in bulk, 75 per cent; in small pack- 
ages, 70 per cent. 

Bolts.—Market conditions remain 
rather dull and little business is ex- 
pected during the winter. Prices re- 
main as they have for some time past. 

We quote from local jobbers’ stocks: 
Small carriage bolts, 60 per cent; large 
carriage bolts, 50-5 per cent; small machine 
bolts, 60-10 per cent; large machine bolts 
55-5 per cent: stove bolts, 75-10 per cent: 
lag screws, 60-10 per cent. F 
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facturers are cutting prices on low- 
grade roofing material to clean out their 
stocks. 

Roller Skates.—Jobbers report a good 
volume of sales on roller skates. Job- 
bers quote boys’ ball bearing skates at 
$1.75 and girls’ roller skates at $1.85 
per pair. 

Steel Sheets.—Manufacturers have 
again stiffened up somewhat on sheet 
prices, but it is too early to tell whether 
regular prices will be maintained. Job- 
bers’ prices are unchanged. 

Jobbers quote No. 28 black 
83.75¢e.; No. 28 galvanized sheet at 
and No. 10 blue annealed at 3.10c. 

Steel Roofing.—There is little activ- 
ity at present in steel roofing. Most 
of the orders jobbers are getting are 
coming from the South. 

Jobbers quote: 29-gauge corrugated gal- 
vanized roofing, $3.65. 

Stoves.—There is some activity in 
gas ranges, but sales of heating stoves 
are very light. Both jobbers and re- 
tailers are carrying small stocks, in 


TWIN CITIES 


Coal Hods.—There is a fairly good 
demand for coal hods at this time. 
There has been a decline in price since 
last report. 


sheets at 
4.75¢, 


We quote from local jobbers’ stocks: 
Japanned, open, 17 inch, $3.95; Japanned, 
open, 18 inch, $4.40; Japanned, funnel, 17 
inch, $4.95; Japanned, funnej, 18 inch, 
$5.45; Galvanized, open, 17 inch, $5.25; 
Galvanized, open, 18 inch, $5.70; Galvanized, 
funnel, 17 inch, $6.45; Galvanized, funnel, 
18 inch, $7.00. 


Eaves Trough, Conductor Pipe and 
Elbows.—This line continues to find a 
fairly ready sale at this time. Prices 
remain as for some time past. 

We quote from local jobbers’ stocks: 
Eaves trough, 28 gage, 5-in., lap joint, sin- 
gle head, $4.50 per 100 ft.; 3-in. conductor 
pipe, 28 gage, corrugated, $4.50 per 100 
ft.; elbows, 3-in., corrugated, $1.63 per doz. 

Files—Files do not show any im- 
provement in demand and the volume 
of sales is small. Prices firm. 
jobbers’ stocks: 


Arcade files, 
65-10 per 


We quote from local 
Nicholson files, 60 per cent; 
60-10 per cent; Riverside files, 
cent. ‘ 

Galvanized Ware.—In general the de- 
mand for galvanized ware remains 
rather quiet. Prices are firm. 

We quote from local jobbers’ stocks: 
Galvanized tube No. 1, $6.40 per doz.; No. 
2, $7.20; No. 3, $8.40; heavy galvanized No. 
1, $18.50; No. 2, $20.50; No. 3, $22.80; 
Standard 10-qt., galvanized pails, $2.24; 
12-qt., $2.46; 14-qt., $2.75; 16-qt. stock 
pails, $4.35; 18-qt., $4.80. 

Glass and Putty.—The demand for 
both of these items continues to be very 
good, but the season will soon be over 
as far as retail hardware dealers are 
concerned. 

We quote from local ‘jobbers’ 
Single strength, 80 per cent; double 
strength window glass, 82 per cent. Com- 
mercial putty in bladders, $4.10 per ewt. 

Lanterns.—There is a fairly steady 
sale for lanterns. Stocks are plentiful 
and prices remain firm. 


We quote from local jobbers’ stocks: 
Tubular long globe, $14 per doz.; tubular 
short globe, $13.25 per doz; tubular dash, 
$17.60 per doz. 


Nails.—There continues to be a very 


stocks: 
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view of possible further price reduc- 
tions. 

Sheet Zinc.—Sheet zinc has declined 
1 cent a pound and is now quoted at 
11.50c. per pound. 

Screws.—The demand is steady 
prices are unchanged. 

Jobbers quote screws as follows 
head, bright, 75, 10, 10, 5. and 10 oft 
round head, blued, 75, 10, 5 and 10 oft 


round head, nickel, 65, 10 and 10 ot ‘ 
flat head, brass, 70, 10, 5 and 10 off list. 


Washing Machines.—The demand for 
electric washing machines has _ picked 
up and sales are now better than they 
were at this time a year ago. 

Wheelbarrows.—One leading manu- 
facturer has made a price reduction of 
from 5 to 10 per cent on some of his 
types of common dump and _ steel 
wheelbarrows. 

Wheel Goods.—Coaster wagons, Kid- 
die Kars and velocipedes are selling 
well for the holiday trade. 

Jobbers quote medium _ size 


wagons as follows: Chief Scout, 
Janesville, $6.08; Sherwood, $5.95. 


and 


lat 


coaster 


good demand for nails of practically 
all sizes. Prices are the same. 

We quote from lecal jobbers’ 
Standard wire nails, $4 base; 
coated nails, $3.40 base. 

Oil Heaters.—There has been a very 
good demand for oil heaters this fall, 
but sales are gradually dropping off 
as real winter weather sets in. 


local jobbers’ 
steel, 3-qt. 


stocks: 
cement- 


stocks: 

capacity, 
4-qt 

body, 


We quote from 
Japanned, polished 
$3.50 each: nickled, polished steel, 
capacity, $5.40 each: blue enameled 
4-qt. capaciiy, $7 each. 


Paper.—The demand for _ building 
papers of all kinds continues to be very 
good, and stocks are moving freely. 
Prices remain as when last quoted. 

We quote from local jobbers’ stocks: 
No. 2 tarred felt, $2.80 per cwt.; threaded 
felt, $1.58; red rosin sheathing, $2.90 per 
cewt. 

Registers.—This line continues to 
move rather slowly. Stocks are plenti- 
ful and prices are firm. 

We quote from local 
Cast steel registers, 30 
standard price lists. 

Rope.—Rope sales are better than 
for some time past, although they have 
not reached a large volume. 

We quote from local jobbers’ stocks: 
Pure manila rope, 18%c. per Ib. base; pure 
sisal rope, 14%c. per lb. base. 

Sandpaper.—The demand for sand- 
paper remains very good. Stocks are 
plentiful. Prices remain firm. 


We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 garnet 
paper at $15 per ream. 


Sash Cord.—There is a very active 
demand for sash cord at this time, as 
so many homes are nearing completion. 
Prices remain the same. 

We quote from local jobbers’ stocks: 
Best grades from 58c. to 65c. per Ib.: ordi- 
nary sash cord from 36c. to 40c. per Ib. 

Sash Weights.—Sales continue to be 
in good volume. Stocks are readily ob- 
tainable. Prices are firm. 


We quote jobbers’ 
$2.30 per cwt. 


Screws.—The 


stocks: 
from 


jobbers’ 
per cent 


from local stocks: 


demand for wood 
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Paint. Material Prices as Quoted 


Animal, Fish and Vege- 
table Oils— 
Linseed, Raw, carload 
iots, gal. 
City, 5-bbl. lots, gal... 
Mat-of-town, 5 bbl. 
and over, 


Bolled, 2¢ per gal. advance on Raw. 


- 9%@ 9% 
-114%@11% 


Lard, city, Steam... 
Compound 

Neutral 

Cotton seed, 
Bleachable 


onl in bbls. 


Neatsfoot pure gal 
Extra No. 

Palm, Lagos. 
spot per Ib 

Soya Bean, bbl., lb.....,. 


2@ — 
. 7@7% 
9@9% 


Whiting in Cwt. 
Commercial 
Gilders 
Ex. Gilders 


Bone, Ib. 
Hide, Ib. 
Foot, lb, 


Gum Shellac 


Diamond I 
A. C. 


91 


in New York—November 29, 192] 


White Seal 
Dry Colors 


Per Ib. 


Black, Carbon 
Black, Bore 
Black, Drop 
Black, Ivory 
Lampblack 
Chinese 
Prussian 
Soluble 
Ultramarine 
Milori, Ib 
Brown, American, Burnt 3%@ 4 
Brown, Sienna, Italian, 
Burnt and 6 cae 6% 8 
Turkey, Umbe 


Ges... 


-10% @20 


Green, Chrome Chemi- 


@11% 


a yy of Turpentine, 
Per gal., yard basis 
Colors in. Oi 
BLACK :— 
Coach black 
in Japan 
Drop black 
Lampblack 
BLUB :— 
Chinese 
Cobalt, 
Prussia 


_Tnitation 


BROWN: 
Sienna, Italian, burnt, 
_Or raw, best grades 
Umber, Turkey, burnt 
or raw, best grates 
Vandyke brown, 


Tallow, acidless, gal... 

Menhaden 

Crude, in bbls ° v. » 0, 

Light pressed, gal Bone Dry 

Cocoanut, Ceylon, bbl., 
NM. Bes 

Cod, Domestic, Prime.. 

Newfoundland, in bbl.. 

Corn, Refined bbl. Ib. 

Crude bbl., per Ib Oxide, 

Olive. denatured, Dbl.. Red Seal 


White 


Green Seal 


screws of all sizes continues to be very 
good and a considerable volume of busi- 
ness is being done. Prices remain as 
when last quoted. 

We quote from local 
Flat head bright screws, 
head blued screws, 75 per cent; flat head 
japanned screws, 70 per cent; flat head 
brass screws, 72% per cent; round head 
brass screws, 70 per cent. 

Snow Shovels and Sidewalk Scrapers. 
—There is a very good demand for 
shovels and scrapers, as unusually 
heavy snows have fallen. Prices re- 
main unchanged. 

We quote from 


jobbers’ stocks: 
80 per cent; round 


local jobbers’ stocks: 
Wood, straight handle, $5.20 per doz.; steel 
blade, straight handle, $4.50 per doz.; gal- 
vanized steel blade, D handle, $11 per doz.; 
steel sidewalk scrapers, $4.50 per doz. 
Solder.—The demand for solder re- 
mains about the same, and is some- 
what better than earlier in the fall. 
Prices remain as when last quoted. 


We quote from local jobbers’ stocks: 
Half and half solder, 22c. per Ib. 


Steel Sheets.—There is no active de- 
mand for steel sheets. Manufacturers 
of steel sheets have, apparently, been 
unable to maintain their advance in 
price made some weeks ago, as there 
has been a decline. 

We quote from local jobbers’ 
28 gage galvanized sheets, $5.25 per 
28 gage black sheets, $4.25 per cwt. 

Stove Goods.—There is a fairly good 
demand for stove goods, but not as 
much as two or three weeks ago. 
Prices remain as when last quoted. 
from local jobbers’ stocks: 
crystalized. 28 x 28, $16.15; 

36 x 36, $26.10; stove pipe, 

28 gage, 6-in., $13.50 per 
trate K. D.: elbows, 6-in.. common corru- 
gated, $1.56 doz.; 6-in., adjustable, char- 
coal iron, $2.05 doz.: dampers, cast iron, 
wood or coil handle, $1.50 per doz.; shovels, 
japanned, 15-in., 75c. doz.; japanned jumbo, 
21%-in., $1.70; japanned jumbo junior, 
ld-in., 60¢c. doz. 

Steel Traps.—There is a steady im- 
provement in the demand for traps. 
The season should be a good one, be- 
cause of better prices paid for furs, and 
the unemployment situation forcing 


many to take up trapping as a tempo- 


stocks: 
cwt.; 


We quote 
Stove boards, 
30 x 30, $18.15; 
uniform blued, 


Orange, Fine 
Orange, Superfine 


White and Red Lead, Etc. 


Lead, 


Selected, per Ib. 14@ 8% 


cally Pure, Ib 
Grinders 
Common 


Paris. 
Arsenic 
Red 
ulk 


ireen, 


Indian Red, 
Rose Pink 
Tuscan Red 
Natural 

%™@ 9% Vermillion, 
9% @10%4 Yellow, Chrome 


Cents per Ib. 
Dry 7%@T% 


Zine 


rary means of livelihood. Prices are 
firm. 

We quote from loc il 
In dozen lots: i No. 0, $1.71: No. 1, 
$2.01; No. 1%, $3.05; No. 2, $4.21; New- 
house No. 0, -75; No. 1, $5.62; No. 1% 
$8.50: No. 2, 4 

Tin Plate.—The demand for tin plate 
still remains rather inactive. There 
has been a further decline in prices. 
stocks: 
Roofing 


jobbers’ stocks: 


We quote from local jobbers’ 
Furnace Coke ICL, 20 x 28, $13.55: 
tin IC, 20 x 28, 8 lb. coating, $13.50. 


Washers.—Due to dullness in manu- 
facturing conditions, the market re- 
mains dull and inactive for washers. 
Prices remain unchanged. 
local jobbers’ stocks: 
steel, $6.45 per cwt.; 


from 
wrought 
steel, 


We quote 
One-half in. 
l-in. wrought $6 per cwt. 

Weatherstrip.—Sales have been fairly 
good, and the bulk of the demand has 
no doubt been supplied. 

We quote from local jobbers’ 
Wood and felt, %-in. and %-in. 
100 ft.; 1-in., $2.85 per 100 ft. 

Wheelbarrows.—The total volume of 
sales of barrows is not large, but are 
better than during the summer months. 


We quote from local jobbers’ stocks: 
Wood stave fully bolted, $36 per doz.; No 
1 tubular steel, $7 each; No. 1 garden, 
$5.40 each. 


Wire.—The demand for wire remains 
rather inactive. Jobbers’ stocks are 
ample. Prices are the same. 


We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80 rod spools, 
$3.43; galvanized cattle, $3.78; painted hog 
wire, $3.60; galvanized hog wire, $4.05; 
smooth black annealed, No. 9. $3.70 per 
ewt.; smooth galvanized annealed, No. 9, 
$4.29 per cwt. 


stocks: 
, $2.10 per 


The S. Eugene Proctor Co., 158 
State Street, Boston, hardware, tools 
and supplies, has taken over George S. 
Saunders & Co., 168 Washington 
Street, that city, cutlery. Effective 
Jan. 1, the State Street store will be 
discontinued and the Proctor cumpany 
will occupy the entire building at 168 
Washington Street, where, in addition 
to present lines, electrical goods, wire- 
less apparatus, fishing tackle, guns and 


Red Oxide.... 
English .... 


Chrome, 
com., : 
RED: 

Indian 

Red Lead 
in oil), 

Tuscan 

Venetian 
WHITE:-— 

White lead in oll, 
Ibs 


(Minimu m 
100 Ib..$11.7 


YELLOW :— 
Chrome 
Ochre, 


revolvers will be added. The Saunders 
company is one of the oldest in Boston, 
having been in business approximately 
half a century. The Proctor company 
began business ten years ago. 


William Sherer, Jr., Passes 
Away 

William Sherer, Jr., for the past 
twenty-three years foreign representa- 
tive of the Winchester Repeating Arms 
Company, died recently in New York 
City following a brief illness. In the 
early 80’s Mr. Sherer became connected 
with Schoverling, Daly & Gales and 
traveled all over the United States for 
them. In 1898 he joined the Winches- 
ter organization and since then has 
spent the greater portion of his life 
in Western Europe, the Far East, and 
particularly in Australasia. 

Mr. Sherer was born and received his 
education in Brooklyn, N. Y. He was a 
member of Anglo Saxon Lodge, F. & 
A. M. of Brooklyn, the Hardware Club 
of New York, the Quinnipiac Club of 
New Haven and many trade and socia! 
organizations of the Far East. 


Death of Henry M. 


Henry M. Gay, veteran hardware 
man, died recently at the age of seven- 
ty-five. For the past seventeen years 
he had been superintendent of the 
Phillip Gross Hardware Co., Milwaukee 
Wis. Mr. Gay was born in England 
but came to this country with his par- 
ents at a very early age. He entered 
the hardware business in 1867 and had 
traveled through the State of Wiscon- 
sin for thirty-seven years. 


Gay 


Laurence C. Dehn, for many years a 
member of the sales staff of Igoe Bros., 
New York City, died recently at his 
home in Rutherford, N. J. 
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National Automotive Equipment 
Association Holds Show 


In interest and attendance the third 
annual show of the National Automo- 
tive Equipment Association recently 
held in Chicago was probably one of 
the best of its kind ever held. All avail- 
able space in the Coliseum was taken 
over by the exhibitors and the lines 
shown were well diversified. All in all 
it was an unqualified success. 

The convention sessions were charac- 
terized by general discussions rather 
than by lengthy and formal speeches. 
Many problems of interest to the manu- 
facturers were brought up, and these 
were threshed out in open forum, the 
interchange of experiences and infor- 
mation proving of great value. Many 
delegates were heard to say that they 
gained more practical information 
from these general discussions than 
would have been possible in a_ well 
chosen program of set speeches. 

President Stranahan reviewed the 
work of the association during the past 
year and painted a picture of real ac- 
complishment. He expressed the feel- 
ing that “things are looking up” and 
that business is not as bad as it might 
be and is going to get a great deal bet- 
ter. 

The most important work of the as- 
sociation for the past year and the 
most important feature of its future 
program is the sales promotion idea. 
An effort is being made to educate the 
accessory dealer to the greater sales 
possibilities of his business. Ray W. 
Sherman is the merchandise director of 
the sales promotion plan, and some idea 
of the vast sales possibilities is seen 
when if only $25 per car per year is 
spent by the auto owners of the country 
a total business of $250,000,000 will re- 
sult. The sales promotion idea _ will 
help the dealer handling accessories to 
have a better appearing place of busi- 
ness and to sell more goods by knowing 
how to sell and what to sell. 

“Ask ‘Em to Buy” is the slogan of 
the sales promotion department. It is 
realized that many accessory sales op- 
portunities are lost simply because the 
car owner has not had his attention 
called to the item. Simply “asking ’em 
to buy” will go a long ways in increas- 
ing business. The jobber salesman is 
looked upon as the key man in the plan, 
and every effort is being bent to get 
his intelligent and enthusiastic co- 
operation. 

A film was shown telling in a dra- 
matic way how a jobber salesman had 
transformed a failure of a dealer into 
a sparkling success, and a decided im- 
pression was made when the salesman, 
who had been shown in the “movie” 
was introduced to the audience and told 
that the picture was based on real 
facts. More of these pictures are be- 
ing prepared and they will be shown 
to jobber salesmen throughout the coun- 
try. A committee of state vice-presi- 
dents has been named and these will 
name district leaders until every sec- 


HARDWARE AGE 


tion of the country is thoroughly active 
in the sales promotion plan. 

It was recommended that manufac- 
turers have more of “how to sell” and 
less of “how it is made” in all their 
advertising. It was also agreed that 
the jobber must give the fullest co- 
operation if the accessory business is 
to reach its highest possible efficiency. 

The summer meeting of the associa- 
tion will be at Colorado Springs start- 
ing June 19 and the annual meeting 
will again be at the Coliseum in Chi- 
cago the week of Nov. 15. 

Officers chosen were as follows: 
President, Howard M. Dine, Dine-De- 
Wees Co., Canton, Ohio; vice-president, 
C. C. Gates, Gates Rubber Co., Denver, 
Col.; new directors were W. L. Moncur, 
Toronto; C. N.® Baughman, Tampa, 
Fla.; H. M. Dine, Canton, Ohio; D. A. 
McConnell, Newark, N. J.; W. L. Mor- 
ris, Bridgeport, Conn.; W. C. Hacker, 
St. Louis: C. T. Hodgson, Springfield, 
Ill., and E. V. Hennecke, New York. 


Washington News 
(Continued from page 79) 
nologic Paper of the Bureau of Stand- 
ards No. 198 by A. H. Stang and L. 
R. Strickenberg, which has just been 
issued. ; 

P. M. G. to Help Santa Claus 


Postmaster General Hays is making 
unusually elaborate preparations to 
handle a_ big Christmas business 
through the mails. In a bulletin to 
postmasters he says: 

“Very soon it will be time to put our 
several houses in order and get thor- 
oughly organized for the Christmas 
rush. I shall welcome information con- 
cerning any original or unique methods 
that have worked out practically in the 
expeditious and economical handling of 
Christmas mail in the different offices 
of the country. These we would like to 
publish for the benefit of other post- 
masters. 

“Please urge the public to desist from 
using small size cards and envelopes 
which are so common gat the Christmas 
period. We hope that the stationers 
will not stock up on these small size 
cards. 

“An untold amount of time is used 
in cancelling such mail by hand, as it 
will not pass through the canceling ma- 
chines which are built to cancel the 
proper sizes of envelopes at the maxi- 
mum rate of 50,000 an hour. The hand 
stamping not only causes delay to the 
small size card and envelope, but also 
delays other mai! which follows. 


Cut Out “Debutante Stuff” 


“In this connection we appeal to the 
women especially to avoid stylish forms 
of handwriting—‘debutante stuff,’ as 
one postal worker calls it—and use in- 
stead a plain, if not so ‘pretty, hand- 
writing.” 

It is evident that Postmaster General 
Hays does not contemplate running for 
office in the near future, otherwise he 
would not so readily jeopardize his 
chances of winning the debutante vote. 


December 1, 1921 


W. L. Derry, Implement Dealers 


Association, Passes Away 


Word has been received of the death 
of W. L. Derry, who passed away at 
his home, Vermont, IIl., on 
ber 15. 

Mr. Derry had been a member of the - 
Official Board of the National Federa- 
tion of Implement Dealers’ Associa- 
tions for ten years, having been elected 
in October, 1911, and retired October, 
1921, and at that time placed on the 
advisory board. He served as presi- 
dent of the National Federation, hay- 
ing been elected at the 1917 conven- 
tion. He had been vice-chairman of 
the Trade Relations Committee for sev- 
eral years. Besides his connections 
with the national organization, he had 
been honored with the presidency of 
the Illinois Implement Dealers’ Asso- 
ciation and had for several years served 
as secretary of that organization. 

Mr. Derry was recognized by all of 
his associates as a man of great ability, 
He had the courage of his convictions, 
was a forceful speaker and an untir- 
ing worker for the uplift of the retail 
business. He was one of the best 
known farm equipment dealers in the 
United States, having addressed many 
conventions of affiliated associations. 
He always had an interesting message 
for his hearers, and never failed to 
tell them that he attributed much of 
his success in business to the informa- 
tion he gathered at dealers’ conven- 
tions. 


Novem- 


‘Catches Record Bass 


Raymond P. Van Camp, Van Camp 
Hardware Co., Indianapolis, Ind., is not 
only a successful business man, but 
also a very capable sportsman. He 
has brought home the 1921 angling 
prize offered by The Toronto Star, 
Toronto, Can., given for the best small 
mouthed bass caught in Canadian 
waters. The champion bass that won 
for Mr. Van Camp the prize rod and 
reel, weighed six and _ one-quarter 
pounds, was twenty-two ‘inches long, 
and had a girth of sixteen and one- 
quarter inches. 


The Waldren Hardware Co., Taun- 
ton, Mass., has incorporated under 
Massachusetts laws with a capital of 
$50,000. Martin Cunningham, Broad- 
way, Raynham, is president, and 
Charles M. Waldren, 8 Webster St., 
Taunton, treasurer. The company oc- 
cupies a floorspace of approximately. 
6,000 sq. ft. 


Proper patent protection has been is- 
sued to the Standley Mfg. Co., Boone, 
Iowa, covering the Standley Luggage 
Carrier, using the lazy tong construc- 
tion. The Bersted Mfg. Co., Chicago, 
has been granted a license to manufac- 
ture carriers under the Standley pat- 
ent using the Bersted name. 








